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Tosperity 
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and Termaneucy 


OR more than a quarter century the 

Missouri State Life has invested its 
millions in first mortgages on improved 
farm lands—without the loss of a dollar. 


Safety +Skill = Prosperity. The Missouri State 
Life enjoys a higher rate of interest than any 
other large Company—and its investments are 
in the safest profitable securities. This very 
large margin of profit is reflected in unusual 
liberality toward the policyholder, the bene- 
ficiary, and the Agent. 


The Company is in a most enviable position to 
aggressively prosecute its extensive program of 
Expansion. 


Our system of Branch Offices is proving highly 
successful. The biggest caliber men are being 
attracted by this, the greatest opportunity for 
leadership offered in the insurance business. Our 
Branch Managers and General Agents are in 
position to offer you the most attractive agency 
contracts covering Life, Accident and Health, 
and Group Insurance. 


If interested, see them or write us. 
Participate in our Prosperity. Ask 
for our booklet of Company Facts. 
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OTTAWA, ILLINOIS 


TANDS for real quality in life insurance. It is sig- 
nificant of dependability. 


It is not desirous of rolling up an enormous volume of . 
insurance merely to create a talking point. Its man- t 
agement seeks to follow lines that will mean perma- : 
nent, steady, natural and consistent growth. 


That is why its agents are foremost men in their commu- 
nities. They reflect the characteristics of the company. 
An agent of the Central Life of Illinois represents the 
best in American citizenship. It is because the com- 
pany stands for the highest principles and largest 
service in life insurance that it attracts men of fine 
fibre and substantial character. Do you want to join 
its growing agency staff? 











H. W. JOHNSON, President 


W. F. WEESE, Vice-President S. B. BRADFORD, Secretary o 
CHAS. NADLER, Vice-President i 
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J. L. SHUFF OUTLINES 
IDEAS ON YEAR’S WORK 


New Head of National Association 
Addresses Pittsburgh Life 
Underwriters 


FOR MEMBERSHIP DRIVE 


Best Results Can Be Obtained Only 
by Getting More of Selling Force 
Into the Fold 





PITTSBURGH, PA., Oct. 21.—John 
L. Shuff, president of the National As- 
sociation of Life Underwriters, was the 
guest of honor at the meeting of the 
Pittsburgh Life Under- 
writers at its meeting here today and 
gave formal address since his 
election as head of the National Asso- 
ciation, outlining his plans for the com- 
ing year and his ideas as to what the 
association ought to accomplish. His 
appearance here was in line with the 
custom which the Pittsburgh Associa- 
tion has maintained for many years of 
tendering to the new president of the 
National Association a complimentary 
meeting early in his administration. Mr. 
Shuff said in part: 

“I quote Article 2 as follows: ‘The 
object of this association shall be to 
advance the science of life insurance and 
its uses, and the mutual improvement 
and education of life insurance agents.’ 
Unreservedly I make this my platform. 





Association of 


his first 


Increased Membership Essential 


“In order that we may get somewhere 
somehow there are a few matters that 
must prevail and first I will take the 
membership. For many years all of my 
predecessors labored long and hard for 
increased membership, which is a posi- 
tive necessity, and they succeeded ad- 
mirably, but, unfortunately on accqunt 
of the conditions that have prevailed 
during the past year with no fault of 
my predecessor, our membership has 
decreased materially and it will require 
rencwed effort by the officers and mem- 
bership committees of each local organ- 
ization to bring back those that may 
have fallen by the wayside and produce 
a larger percent of new 100 percent 
memberships. This is necessary from 
ancial standpoint, so that we may 

ufficient revenue to run the par- 
ent organization; and again if we are to 
have any influence locally or nationally 
it wil require a larger percentage of our 
members to make our demands and sus- 
our position that we represent the 
ile agents of the country. 

is an unselfish work and, if 
we are getting good out of the associa- 
why not insist that others are 
rought into the fold? Because in num- 
vers there is strength, and we need the 
numbers. Hence I appeal that you may 
par nally feel the individual responsi- 
ity of increased membership, because 
| insist that responsibilities are per- 
sonal and, if one desires to make his 


ha: 


Jurs 





contribution to society, it must be dur- 
ing his active period of life. 


HOW BILL WAS KILLED 


LIFE MEN HELD RESPONSIBLE 
Tennessee Local Agents Declare That 
the Companies Killed the Agency 
Qualification Measure 





At the annual meeting of the Ten- 
nessee Association of Local Insurance 
Agents at Knoxville last week the life 
companies were held responsible for 
the defeat of the agency qualifications 
bill in the Tennessee legislature at the 
last session. This bill had met with 
great favor and was being strongly 
pushed by the Tennessee association 
Its legislative committee, headed by 
Charles B. H. Loventhal of Nashville, 
has gotten it through the senate and it 
had been favorably considered by the 
insurance committee in the house. At 
the annual meeting of the Tennessee 
association at Knoxville Mr. Loventhal, 
in making the report of the executive 
committee, stated that the Association 
of Life Insurance Presidents took a 
hand in the matter and exercised suffi- 
cient influence to block the plan of the 
Tennessee agents. The agency quali- 
fications bill introduced in Tennessee 
was drawn up by Judge Ragon, a local 
agent of Chattanooga. It is practically 
the same bill that has been indorsed by 
the National Association of Insurance 
Agents, National Board of Fire Under- 
writers and the conference committee 
of the Insurance Commissioners Con- 
vention. The Tennessee association, 
therefore, feels that its bill has met 
with favor on part of the superior 
bodies and resents the action of the 
life companies in defeating the measure 
that it feels sets a higher standard for 
agency eligibility. Mr. Loventhal said 
that two or three of the influential com- 
panies telegraphed the speaker. of the 
house and leading members, i#sisting 
that the bill be killed. -A few lobbyists 
were sent down to Nashville and the 
measure was side-tracked, much to the 
disappointment of the Tennessee asso- 
ciation. 








“It has been said that the material 
wealth now in the world is not the 
product at all of those living. It is a 
gift from the dead, and this is as true 


of organized society and __ efficient 
methods of doing things as it is of the 
physical gifts of past generations. 


Hence this generation of agents must 
make their contributions to future gen- 
erations. Man makes history, makes 
wealth and progress that must be passed 
on to future generations. Service to 
humanity in all time to come must 
progress along that line. You cannot 
get something out of the world unless 
you put something into the world. You 
will not get something out of the or- 
ganization unless you make your con- 
tribution to that organization, and you 
can’t get a man to get something out of 
our association unless he is a part of 
that association. 


Appeal to Company Officials 


“It is indeed true that no great man 
was ever a hermit. Hence we should 


have an organization so strong that no 
great man or men that are near great or 
(CONTINUED ON PAGE 12) 





HOBBS REVIEWS YEAR 


BUSINESS IN MASSACHUSETTS 





Legislation Relative to Valuation of 
Policies Called Most Important 
of Year 





BOSTON, MASS., Oct. 25.—In the 
annual report of the Massachusetts de- 
partment on the business of life com- 
panies, just given out, Commissioner 
Hobbs states the most important legis- 
lation of the year was that of Chapter 


213 relative to the valuation of policies | 


of life insurance, which gives the com- 
missioner the power to accept the valu- 
ations made by the supervising officials 
of other states, and thus saving dupli- 
cation of work. 

Of the life insurance business in gen- 
eral, the commissioner says: 

“The report of last year commented 
upon the enormous volume of life insur- 
ance business written during 1919. The 
year 1920 witnessed a continuance of 
the extraordinary conditions evident in 
the preceding year. At the end of the 
year the companies reporting in Massa- 
chusetts had on their books a total of 
$33,776,282,777 life insurance in force, 
including weekly premium and group 
life insurance, a gain over the preced- 
ing year of almost $5,000,000,000. In 
the later months of the year, however, 
the nation-wide business depression be- 
gan to have its effects, and thereafter 
and during the year 1921 there has been 
in evidence a marked decrease in new 
business and an increasing iapse rate. 

“It was well recognized that the enor- 
mous amount of new life insurance writ- 
ten during the last four years was ab- 
normal and due directly to war condi- 
tions, which on the one hand operated 
to educate the public as to benefits of 
life insurance and on the other produced 


abnormal business activity, with large | 


profits and high wages. A reaction was 
inevitable and it is indeed a condition 
operating to the good of the companies, 
several of which gave 
needing a respite in order to digest the 
amount of business they had absorbed. 
On the other hand the business depres- 
sion, accompanied by high money rates 


and the curtailment of credit, has cast a | 
heavy burden on the companies by rea- | 


son of their legal obligation to make 
loans to their policyholders at a fixed 
rate, usually 6 percent. 

“The companies were compelled to 
increase their credit to policyholders 
during 1920 by about $50,000,000. The 


conditions which produced this increase | 


were effective throughout the first part 
of the year 1921, but it is to be hoped 
that improved business conditions and 
the decline in money rates, already evi- 
dent, will put a stop to the increase in 
time to render unnecessary any ex- 
tensive forced liquidation of invest- 
ments.” 

The commissioner presents a_ table 
showing that while the policy loans in 
1917 were $693,844,372 and the premium 
rates $28,799,617, the loans increased in 
1918 to $696,114,941, while the rates 
were only $28,690,877; that in 1919 the 
loans were $681,005,225 and the rates 


$28,366,873, but in 1920 the loans went | 


up to $735,103,358, while the premium 
rates increased to $30,606,736. 


indications of | 


| INCREASE IS SHOWN IN 
_ AVERAGE POLICY SIZE 


Henry F. Tyrrell of Northwestern 
Mutual Tabulates Last 
Year’s Figures 


CONTINUING THROUGH 1921 


Figures of 1920 of $4,516 Replaced by 
$4,553 for This Year—Jump from 
Old-Time Average 


MILWAUKEE, WIS., Oct. 
| “Figures are out of my line, except as 
it is necessary to use them in connec- 
tion with some pending question, but 
figures always have interested me, par- 
ticularly if they landed anywhere.” 

This from Henry F. Tyrrell, legisla- 
tive counsel of the Northwestern Mu- 
tual Life. 

“Someone said the other day,” con- 
tinued Mr. Tyrrell, “that the average 
policy, per life insured, had increased 


in 1921. I wondered if this were a fact, 
so I made some calculations and the 
result is interesting. Our experience 
shows that the average policy per life 
—not the average policy issued—but the 
average policy per life delivered—in 
1920, which was the record-breaking 
year in the life insurance business, was 
$4,516. 


- 
25.— 


This Year Even Greater 

“This was quite a jump from the old- 
time average of approximately $2,000 
and some people thought it was high 
because of the great volume of business 
written, presumably of the larger de- 
| nominations. Our experience for 1921 
so far shows that the average policy per 
life on the basis of the first nine months 
of 1921 was $4,553. This, too, in the 
face of fewer policies and a decreased 
| volume. 

“The figures are the result of my 
own calculation and may not be abso- 
lutely accurate, but I think they are 
approximately so. 

“The following table may be interest- 
ing for comparison. The table gives 
the average policy per life delivered per 
| month for the first nine months of 1920 








|—the big year—and 1921—a normal 
year. 
1920 1921 
January .. $5,704 $5,420 
February oo BS 7 5,358 
March 5,671 
April 5,061 
May 4,864 
| June 5,051 
July 5,199 
August 4,678 
September 4,75? 





“There may be those whe can draw 
| specially interesting deductions from 
these figures. It does not require a 
mathematical genius, however, to dis- 
cover the fact that the average policy 
per life has permanently increased 
within the past few years. It follows, 
therefore, that people are looking to life 
insurance as a means of saving money 
ind of creating an estate and the deduc- 
| tion is perfectly permissible, it seems to 











2 


THE NATIONAL 





UNDERWRITER 


October 27, 1921 








me, in view of the size of the average 
policy, that life insurance is about all 
the estate the average policyholder will 
leave. ' 
“If this is a fact, if the deductions 
here made are correct, what a wonderful 
institution life insurance becomes, from 
a purely economic and governmental 
point of view! An institution which 
marks the difference between absolute 
dependence upon friends, charity or the 
state, on the one hand, and that splen- 
didly American’ characteristic of happy 
independence, on the other! 
Wonderful Prospect 


“What magnificent opportunities are 
offered this institution to ask and re- 
ceive support from the public and con- 
sideration from the state! No other 
force in American business life can 
compare with it, and happily the insti- 
tution is so conducted that it merits spe- 
cial regard. . 

“The volume of life insurance issued 
in 1921 will show a decrease from that 
issued in 1920, but so long as the aver- 
age policy per life keeps up and the 
volume is greater than that of pre-war 
days, it appears to me that all of us 
who are concerned with life insurance 
mav be assured that the institution 1s 
getting bettcr and stronger every day. 
It has a splendid heritage and a glorious 
prospect!” 

DES .MOINES COMPANIES’ FIGURES 


DES MOINES, TA., Oct. 25—Secre- 
tary C. T. Denny of the Central Life cf 
Des Moines has submitted some inter- 
esting statistics relative to the tenden- 
cies of the modern man who takes out 
an insurance policy. He says that the 
record of claim paid in the past few 
months shows that in the case of four 
men out of five, only one insurance pol- 
icy is carried and the average amount Is 
for less than $1,500. Furthermore, the 
records show that in seven cases cut 
of ten, the insurance is the only estate 
left to the family. 

However, Sidney A. Foster of the 
Royal Union Mutual Life of Des 
Moines sees evidences of changed con- 
ditions in this respect. He states that 
whereas the average policy up to a year 
or so ago was $1,800, the amount is now 
$3,151, as shown by the recor(s of that 
company. This is due to the realization 
on the part of the policvholder of the 
insufficiency of the small faced policy 
to be of material assistance to the 
widow and family. 


Holcombe Entertains Executives 


President John H. Holcombe of the 
Phoenix Mutual Life entertained a 
number of life insurance executives 
from all parts of the east in the new 
Phoenix Mutual building last week. 
The guests were taken on an inspection 
tour of new building and lunch was 
served in the fifth floor dining hall. 
The afternoon was devoted to a meet- 
ing at which a general discussion of 
business conditions and insurance prob- 
lems was opened. The executives pres- 
ent at the meeting were: Vice-President 
W. L. Crocker and Mr. Lane of the 
Tohn Hancock Mutual; President F. A. 
Howland and Vice-President H. W. 
Cutler of the National Life of Vermont; 
Henry R. Robinson and J. D. Loomis, 
president and vice-president, respec- 
tively, of the Connecticut Mutual; Rob- 
ert W. Huntington and George E. Bulk- 
ley, president and vice-president of the 
Connecticut General: W. H. Sargent, 
vice-president of the Massachusetts Mu- 
tual; President Asa S. Wing and Vice- 
President M. A. Linton of the Provi- 
dent Life & Trust; L. K. Passmore, 
vice-president of the Penn Mutual; 
President B. H. Wright and Vice-Presi- 
dent A. G. Bullock of the State Mutual. 


E. L. MeCoy. district agent of the 
Northwestern Mutual Life, held an an- 
nual conference of agents at Lancaster, 
Wis.. last Wednesday. Agents fron 
Grant. Iowa and LaFayette counties at- 
tended. General Agent McCaughney of 
Racine, and his assistant, M. S. Edmunds, 
were guests of honor. A banquet fol- 
lowed the meeting. The ladigg 
entertained by Mrs. McCoy, 


were 





APPROVAL NOT GIVEN 


_——_ — 


SUGGESTION FROWNED UPON 





Plan of Charles Jerome Edwards Not 
Regarded Favorably by Eastern 
Actuaries 





NEW YORK, Oct. 25.—In the course 
of an address before the recent gather- 
ing of the American Life Convention 
at Indianapolis, Charles Jerome Ed- 
wards, manager of the Brooklyn office 
of the Equitable Life, and a prominent 
figure in the councils of the National 
Association of Life Underwriters, made 
a plea for various changes in present 
underwriting practices, not the least im- 
portant of which would be the automatic 
reduction of the face of a policy to the 
extent of the loan secured thereupon, if 
after a given time the loan be not re- 
paid. In advocating the departure Mr. 
Edwards very frankly admitted that 
“no actuary would agree with him in the 
matter,” and that “most company of- 
ficials would consider him radical for 
suggesting it.” In so assuming, he 
spoke truly, for it is doubtful if one 
responsible actuary or company execu- 
tive, in this section of the country at 
least. would approve as sound Mr. Ed- 
wards’ views in this connection. 


Basis for Rates 


Life insurance rates are predicated 
upon the assumption that the indemnity 
taken by the assured is to be retained, 
and reserves are computed upon the 
same assumption. The loan upon a 
policy is a separate and distinct trans- 
action; for, regardless of its amount, 
the insurance company must still as- 
sume that it is carrying the full face of 
the policv, and set aside reserves there- 
for. It has been the experience of one 
of the leading companies of this city 
that 40 percent of policy loans are re- 
paid in the course of the years; 35 per- 
cent lapse. and 25 percent are settled 
through deduction of the loan from the 
face of the contract when it hecomes 
a claim. The suggestion of Mr. Ed- 
wards in connection with policy loans 
is not a new one, though it has never 
previously been put forward by a man 
of his prominence in the business, nor 
hefore a gathering so important as the 
American Life Convention. 


New Bank Plan at Dayton 


The Dayton Savings & Trust Com- 
pany of Dayton, O., has opened a sav- 
ings-insurance department which is di- 
rectly connected with the Travelers, al- 
though deposits will be accepted under 
a similar plan of any life insurance com- 
pany that has been accepted and passed 
by the Ohio commissioner. The Dayton 
bank has taken this position due to the 
persistent opposition on the part of the 
local underwriters. It was found advis- 
able not to advertise any life insurance 
company, but to specialize on the sav- 
ings deposit feature. The Travelers 
was the only company writing such a 
plan in Dayton and for that reason the 
bank made its present connection, al- 
though any other insurance company 
would be able to place its business in 
that bank. The Dayton plan is that 
the insurance company takes care of 
the soliciting and the banks merely ac- 
cept the deposits under the plan. The 
insurance commissioner has rendered 
some very exacting rulings on that mat- 
ter, saying that in no way is the bank 
to advertise or suggest that it has any 
interest whatever in the insurance. 
Thus the bank is not undertaking the 
soliciting of the accounts and is not 
advertising. The insurance agency 
takes care of the business end of the 
contract. 


Miss Gladys Alvis, daughter of J. N. 
Alvis, Kentucky state agent of the 
Standard Life, was married Oct. 15 to 
Charles Turner Lanham, young lumber- 


man of Louisville. 





WRIGHT’S SALES TALK 


—_—_ — 


GIVEN TO CINCINNATI MEN 





Superintendent of Agents of Metro- 
politan Life Discusses “Effec- 
tive Salesmanship” 





CINCINNATI, O., Oct. 25.—“Do 
more writing and less talking and when 
you have once written or partly writ- 
ten an application, never take the re- 
sponsibility of tearing it up yourself. 
If the prospect refuses to abide by an 
implied consent, let him tear up the 
application and take full responsibility 
for failure to provide for his family.” 
This was one of the striking statements 
made by Harry D. Wright, superin- 
tendent of agents of the Metropolitan 
Life, who gave members of the Cin- 
cinnati Underwriters Association a 
message of great inspiration at last 
week’s meeting. Other speakers at the 
meeting were J. L. Shuff, newly elected 
president of the National Association, 
and Charles Stern, executive commit- 
tee representative of the local organi- 
zation. 

Mr. Shuff said that he would not ex- 
pect to give any of his time to Cin- 
cinnati, as he felt sure that the loyalty 
of the organization to a Cincinnati 
president would bring it to the next 
national meeting, with every agent of 
the city who ought to be a member 
belonging. He declared that some 
method of combating vigorously the 
work of twisters must be found and 
that taxation and agency contracts were 
an agency problem as well as a com- 
pany problem and deserving of the most 
careful consideration of the agency 
forces. 

Basis of Effective Salesmanship 


Mr. Wright’s subject was “Effective 
Salesmanship.” Forty million policy- 
holders and forty billions of insurance 
in force was testimony, he said, to the 
effective salesmanship of the past but 
this record would fade into insignifi- 
cance if the life insurance men of the 
country met their responsibilities in the 
next generation. He believes that life 
insurance should rightly be called a 
profession, because it met the require- 
ments as outlined by Prof. S. S. Hueb- 
ner, being a useful vocation, involving 
a science, calling upon its practitioners 
to give disinterested and conscientious 
service and for its best results de- 
manding a spirit of loyalty and help- 
fulness so that no member of the pro- 
fession need feel any shame _ because 
of the actions of any other members. 

The trained man in life insurance has 
come to stay, and within another gen- 
eration Mr. Wright predicted a weed- 
ing out of applicants for agency licenses 
by far stricter tests than were used 
today. Men would be asked for their 
evidences of special training for life 
insurance work. Already 70 colleges 
of the country have instituted or con- 
template putting in courses in life in- 
surance. Wherever men have gone out 
from these life insurance schools, they 
have demonstrated that their training 
brought results. In nine weeks, while 
attending the University of Colorado at 
Denver, 54 students of the course there, 
with no residence in the city or any 
introductory “pull” of any kind, wrote 
$1,170,000 in business. 


Seven Essentials Outlined 


Seven essentials for successful sales- 
manship were outlined by Mr. Wright: 
First, the prospective salesman must 
believe that a sales career offers the 
best means of establishing an enduring 
success. Second, he must be sold as 
to the value of his goods and the com- 
pany he represents. Third, he must 
possess the quality of loyalty, and 
fourth, the quality of enthusiasm. 
Fifth, he must have a knowledge of 
the company and its contracts and must 
have this knowledge in organized form 





ready to transfer it to the prospect. 
Sixth, imagination is an absolute ne- 
cessity, and as a final need for bringing 
to bear upon the prospect, loyalty, en- 
thusiasm, knowledge and imagination, 
the salesman must have a positive, con- 
vincing attitude showing poise and con- 
fidence. 

Never turn away from the gruff and 
uncivil prospect, said Mr. Wright, be- 
cause he is most likely to be the man 
who can be written if once you can 
break down his armor. All the weaker 
salesmen have been turned away by 
him and you should say to yourself that 
someone is going to find a way to write 
him some day and you should make 
yourself that one. There is no reason 
why you should be weak, timid or 
apologetic, for you represent great, 
powerful aggregations of capital in busi- 
ness to perform a worthy service, and 
you approach a man on a straight 
business proposal, neither asking or 
giving favors. 

Concluding his address, Mr. Wright 
urged the agents to recognize the value 
of time, declaring that it was utterly 
foolish for any man to say that he 
would have more time the next day, 
inasmuch as there were never more 
than 24 hours in any one day. De- 
claring that at this season of the year 
producers were in the position of men 
who had made third base, he urged 
that all should meet their quotas and 
reach the home plate by Dec. 31. 


KEEPS UP “TWISTING” FIGHT 





Campaign of Advertisers & Investors 
Protective Bureau of Chicago 
Getting Results 





The campaign against “twisters” 
which is being made by the Advertisers 
& Investors Protective Bureau of the 
Chicago Association of Commerce is 
showing satisfactory results and it is 
believed is educating the investing pub- 
lic so that there will be no field for 
the twister. The daily advertisements 
have been carried on the financial pages 
of the Chicago papers warning the pub- 
lic against allowing their policies to be 
twisted and asking them to confer with 
the bureau before transacting any busi- 
ness with these agents. From the num- 
ber of calls and requests for advice on 
the matter, James A. Davis, manager 
of the bureau, believes that the work 
has had a widespread influence. The 
month’s advertising will be completed 
shortly after Nov. 1, and as yet th 
bureau has no plans for the work to 
be done after that time. Members will 
be circularized this week as to their 
ideas. 

The bureau is planning to mak« 
an attempt to secure the passage ol 
legislation at the next session of the II- 
linois legislature to curb and drive out 
the ‘twisters. Although their activities 
may be crippled by such work as its 
present advertising, the only cure is 
legislation that will prohibit the prac- 
tice. 


Staging “Casey Month” 

In honor of their agency manager 
the agents of the San Francisco offic: 
of the Equitable Life of New York are 
staging “Casey Month” during October 
Harold M. Casey was recently ap- 
pointed to the position after making a 
notable record as a personal producer 
and assistant manager. The agency has 
put over $1,567,000 to date, which ex- 
ceeds the goal aimed at by $67,000. 


Roundup at Elkhart Lake 

J. P. Wolf, general agent for the 
Old Line Life of America at Elkhart 
Lake, Wis., entertained his agents and 
their families at a dinner last Thurs- 
day, following a short business session. 
The agents, to the surprise of the gen- 
eral agent, turned in $40,000 applica- 
tions, which they had gathered in the 
three days after receiving announce- 
ment of the dinner party, as a tribute to 
their chief. 
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COMMITTEE TO PROBE 
SUB-STANDARD FIELD 


American Life Convention Body 
Will Gather. Data on Under- 
Average Risks 


TO EVOLVE WRITING PLAN 


Statistics Collected Will Form Basis for 
General Writing of Sub-Standard 
Cases 


On Nov. 19 there will be held in Chi- 
cago the first meeting of the committee 
of the American Life Convention that is 
to investigate sub-standard business. 
This committee, appointed at the recent 
annual meeting of the American Life 
Convention in Indianapolis, will collect 
data on sub-standard risks with the idea 
of standardizing, and, so far as pos- 
sible, making uniform the writing of 
under-average business. The committee 
will collect facts and figures from every 
available source. Statistics will be fur- 
nished by the Medical Directors’ Asso- 
ciation, the American Institute of Actu- 
aries, the Actuarial Society of America, 
any any other organization or compa- 
nies possesing data on sub-standard 
business that might be helpful. 


To Establish Sound Basis 


The appointment of this committee is 
one of the most interesting and signifi- 
cant developments of present day life 
insurance. It means that after the com- 
mittee has completed its work, com- 
panies, of whatever size, will be able to 
write sub-standard business with some 
assurance of making a profit on the 
class. For instance, in writing regular 
business today, a company operates on 
a mathematical basis that is certain and 
sure. The mortality table automatic- 
ally produces a certain experience. To 
carry this idea over to the sub-standard 
field it is planned to secure sufficient 
statistics to permit a company to write 

man with an intermittent pulse, galf 

stones, heart lesion, or some similar ail- 
ment, with the knowledge that such a 
risk will produce results that are known 
n advance. That is to say, the uncer- 
tainty that attaches to the writing of 
ny sub-standard case will, to a very 
large extent, be removed if companies 
can predicate their rates on tables and 
iatistics that mean something. 


Present Data Meagre 


There is at the present time only a 
nited amount of data available on sub- 
standard business. The experience of 
New York Life is, of course, the 

st valuable and trustworthy guide. 
It is possible that the New York Life 
y be willing to turn over a great deal 

s statistics, and if so the figures will 
ve most illuminating to the American 
Convention committee. What is 
eded, as practically every company of- 
ial knows, is a reliable basis to work 

on in the underwriting of sub-standard 
ves. At present, most companies are 
fecling their way individually, and 
rgcly guessing at what is going to 
pen when they put a sub-standard 
case on the books. As a class, the 
ialler companies have had little or no 
perience in the sub-standard field. A 
majority of the American Life Conven- 
n companies have not risked the writ- 

g of sub-standard cases. Most of them 
have regarded it as “a big company’s 
The average small company has 
‘n disinclined to take a chance on 
Writing sub-standard cases. With most 
iall companies, when an under-aver- 
age case is presented, the question of 
accepting the risk is talked over be- 
tween the superintendent of agents, sec- 


ofit 


” 
ime, 





SUPPORT FOR WILSON | RACIAL QUESTIONS UP 


COLORADC AGENTS INDIGNANT | 


Say that the Deposed Insurance Com- 
missioner of the State Must 
Have Hearing 


_DENVER, COLO., Oct. 25.—The 
Colorado Life Underwriters Association 
membership is a unit behind Earl Wil- 
son, whom the civil service commission 
of the state is trying to depose because 
of his action in the Mountain States 
Life case. Mr. Wilson is still holding 
to his office, refusing to abdicate de- 
spite the action of the civil service 
commission. The Mountain States Life 
case undoubtedly will go to the supreme 
court, The life insurance fraternity of 
this city intends to see that Commis- 
sioner Wilson gets a square deal. The 
men declare that he has been dethroned 





without any hearing and has been the 
victim of unjust and unrighteous at- 
tacks. One member of the life under- 
writers association said that if the 
Mountain States Life is allowed to 
operate on its plan, then all the con- 
structive work of the last 15 years will 
have been destroyed. The Colorado 
Association of Life Underwriters stands | 
for clean methods and the right sort 
of practices. It is opposed to deception 
and methods that mislead the public. 
The insurance men feel that politics has | 
been played in the Wilson case and that | 
he has been crucified because he ran 
counter to the wishes of powerful politi- 
cal influences. 


retary, and medical director. Between | 
the three, some plan of accepting the 
business is usually devised. In most 
cases, it means that the applicant is 
rated up, or presented with an endow- 
ment policy of some kind. There is no 
scientific, positive, and definite plan of 
action. The officials of the company 
simply make what they feel to be a 
good guess, and let it go at that. This 
method of writing sub-standard business 
is, of course, undesirable, and unbusi- 
nesslike, and it is the hope of the 
American Life Convention committee to 
eliminate this sort of life insurance un- 
derwriting altogether. 


How Business Is Attracted 





A company official in commending 
the plan of the American Life Conven- 
tion committee said: “Unless practically | 

| 


all companies are writing sub-standard 
business the companies that are inclined | 
to take under-average cases are going 
to have a hard time of it. I mean this: 
almost every agent knows what compa- 
nies are now writing sub-standard cases. 
If the agent’s own company will not 
take a case, he will walk over to the 
office of the agent whose company will 
write a sub-standard case and, through 
that agent, present it to the company as 
a new risk. The agent representing the 
company that will write sub-standard 
cases will allow the application to go 
into the home office under his own 
name. To all intents and purposes, it is, 
when it reaches the home office, a new | 
case secured by the company’s own | 
agent. 


Selection Against Company 


“As a result of this, there is a selec- 
tion against every company writing sub- 
standard cases. Such companies be- 
come the dumping ground for the cases 
of agents connected with companies not 
writing sub-standard business. When 
an agent finds a case that is under- 
average, he will not take the chance of 
having it turned down and reported on, 
but will instead take it to the company 
writing sub-standard cases and have it 
go through as a piece of new business. 
Every one knows that this is done. It 
simply means that the company writing | 
sub-standard business attracts to itself 
a great deal more undesirable business 
than would be sent in if every company 
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COMPANIES ARE INTERESTED 


Large Numbers of Foreigners of Vari- 
ous Hues Seek Protection of 
Life Companies 


Considerable interest is being shown 
by various companies in the question of 
how far to go in accepting applications 
from members of other than the white 
race, Particularly in the West, where 
there are a great many Japanese, Hin- 
dus, Koreans, Chinese and members of 
races other than white, it is a matter 
of interest. Companies are showing 
a tendency to individualize or liberalize 
to some extent in the acceptance of 
negro and other races. There is a 
tendency to base each individual risk 
on its merits and not simply shut out 
all except members of the white race. 
The California State Life is getting out 
a new rate book in which it makes the 
following ruling: 

“The company will not consider ap- 
plications from persons of any race 
other than the white race except 
Japanese men, who have an established 
residence in this country, and a stand- 
ing in their community which is first 
class in every respect. Such Japanese 
will be considered for insurance on the 
20-year endowment or higher premium 


plans, for any amount not exceeding 
$2,500, without double indemnity or 
total disability benefits. Japanese 


women will not be insured under any 


| form of policy.” 


were writing sub-standard business, and 
the sub-standard cases were being dis- 
tributed among all of the companies. I 
contend that the companies writing sub- 
standard business today are not getting 
a normal and natural selection of cases, 
but are having presented to them en- 
tirely too many under-average risks. If 
all companies were writing sub-standard 
cases, the poorer risks would be more 
evenly distributed.” 


Comment by Medical Man 


The medical director of one of the 
prominent middle western companies 
holds to the view that it will never be 
possible to prepare what might be 
termed a mortality table for sub-stand- 
ard lives. He argues that the fact that 
a case is sub-standard indicates at once 
that there is an uncertainty about the 
risk that does not attach to the normal 
applicant. This element of doubt can 
never be removed from the sub-standard 
case according to this medical director. 
He says, “One impairment always 
means that there are others. We can- 
not say with certainty that a man with 
high blood pressure at age 35 will pro- 
duce a mortality experience that may be 
calculated in advance. Complications 
are to be expected with sub-standard 
cases. It may be all right to apply some 
sort of uniform table to young men, 
but when an older man starts to break 
physically, his exact condition cannot 
be measured. 


One Defect Indicates Another 


“For example, a man with a heart that 
is not compensating cannot be definitely 
rated. He has poor circulation, Inef- 
fective and insufficient circulation may 
cause any number of other defects in his 
system. The medical examination may 
reveal only one impairment, but the 
very existence of the one impairment 
points to the possibility of hidden de- 
fects in the man’s condition. 


Country Doctors Unequipped 


“Another thing, how much is the re- 
port of a country doctor worth in the 
writing of a sub-standard case? These 
rural physicians that make examinations 
for $2, these night school M. D.’s, what 
do they really know? I do not see what 
value is to be attached to a report on 

(CONTINUED ON PAGE 13) 





RESUME OF PAPERS OF 
ACTUARIAL MEETING 


Ratings for Principal Impair- 


ments Given by New York 
Life Men 


E. B. MORRIS HAS PAPER 


Frederick H. Johnston of the Pruden- 
tial Gives Some Observations on 
Convertible Term Business 


At the meeting of the Actuarial So- 
ciety of America in Cincinnati this 
week Arthur Hunter, chief actuary of 
the New York Life and Dr. Oscar H. 
medical director of the 
New York Life, presented a paper on 
for Impair- 


Rogers, chief 


“Ratings the Principal 


ments.” 
It was devoted mostly to the effect 
mortality. 


The four most important in number in 


of various impairments on 





HUTCHISON 
Vice-President Mutual Life of New York, 
President Actual Seciety 


WILLIAM A. 


the New York Life substandard busi- 
ness were, arranged in order of fre- 
quency: Heart murmurs; overweight; 


albumin, and consumptive family his- 
tory. 

The finding of albumin was con- 
sidered in all cases to give an extra 
hazard except where only a “trace or 
faint trace” were found intermittently 
at ages under 30. 

Some of the most interesting results 
were that a very slow pulse is usually 
an advantage rather than an impair- 
ment; for instance, a credit is allowed 
for a pulse running from 55 to 65. 

Persistently irregular or intermittent 
pulse shows a distinctly high mortality 
and is a considerable impairment. 

The average systolic blood pressure 
was obtained at different ages. This 
showed a gradual increase from age 20 
where it was 120 millimeters to age 60 
at 135 millimeters. Many different types 
of impairments are mentioned and the 
rates given them by the New York Life 
discussed. 

Surplus Distribation 


“A Study in Surplus Distribution 
Using the American Men Table As a 
Guide” was given by Sherman C, Kat- 
tell, State Mutual Life. 

Some methods were discussed of dis- 
tributing mortality profits assuming that 
the mortality actually experienced by a 
company is that shown by the Ameri- 
can men table and that the reserves 
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Ringing The Bell 


ALESMEN for the Lincoln National Life 
Insurance Company are ringing the bell. 


They are aided in their direct hits by earnest 
Home Office co-operation. They are led 
away from hit and miss methods. Their con- 
fidence is strengthened by the fact that 
policies are issued on practically all the appli- 
cations they send in. 


It pays to— 
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maintained are in one case the ordinary 
net American experience reserves and 
in the other the Illinois standard re- 
serves. It is shown that the mortality 
profits in either case may be expressed 
as a percentage of the American cost of 
insurance varying only with attained 
age but independent of the plan and 
duration, although in practical applica- 
tion a different basis is propopsed 
whereby the mortality element of the 
dividend is calculated as a constant per 
$1,000 of amount at risk less a constant 
percentage of the cost of insurance. 

This latter method has the practical 
advantage of avoiding a varying per- 
centage of the cost of insurance for each 
successive dividend. Hypothetical an- 
nual d'vidends are calculated upon rea 
sonable assumptions as to gross 
premium, realized interest rate and ex- 
pense rate. Upon the Illinois standard 
basis, the first year dividend is very 
much out of harmony with the later 
dividends because of the conditions un- 
derlying the method by which the re- 
serves are calculated on that basis and 
an artificial adjustment of the series of 
dividends is suggested. In the final 
result, the difference between the two 
scales (ordinary basis and Illinois stand- 
ard basis) is explained as due to a dif- 
ference in expense distribution. 


Convertible Term Business 


“Convertible Term Business” was 
discussed by Frederick H. Johnston, 
third vice-president and associate actu- 
ary Prudential. The class of term busi- 
ness considered was on the ten-year 
plan with the option of conversion 
within seven years, taking in the issues 
of the years 1909 to 1913, inclusive, and 
following the business up through 1920, 
so that the convertible period on all 
policies under observation had expired 
by the time the investigation was com- 
pleted. 

The number of policies coming under 
observation was 19,042, covering $82,- 
394,195 of insurance. 

The mortality experience before con- 
version was very favorable, particularly 
considering the fact that the experience 
included the influenza years. The mor- 
tality experience after conversion, ex- 
cept for those changed soon after issue, 
was high even after taking account of 
the fact that the influenza years were 
included and investigation being made 
to see how much of the mortality 
could be attributed to the influenza. 

Part of Mr. Johnston’s deductions 
from the results are as follows: 

First: That with proper care in selec- 
tion a low mortality during the term 
period may be looked for. 

Second: That the mortality under 
early conversions and at the younger 
ages will not be much above normal. 

Third: That the mortality under 
business converted towards the close of 
the period and at the higher ages will 
be considerably over normal for a num- 
ber of years. 

“Treatment of Claims for Permanent 
Total Disability” was given by Arthur 
Hunter, chief actuary New York Life. 
The chief part of this paper is the 
analysis of the causes of disability. This 
was the experience of the New York 
Life of the causes from 1910 to 1920, a 
total of 1,670 cases. The results tally 
very closely with those of previous ¢x- 
perience. On* comparing with the 
experience of the Mutual Life publishe d 
by Mr. Thompson in the previous num- 
ber of the “Transactions,” it is found 
that the tuberculosis claims in the New 
York Life amount to about 44 perc nt 
and in the Mutual to about 38 percent 
insanity, including paresis, 20 percent in 
the New York Life, 28 percent in the 
Mutual. Thus, in both companies these 
two causes account for about two-thirds 
of the total number of cases. In the 
Mutual experience, paralysis follows 
next with 10 percent, whereas in the 
New York Life this was only 5 percent 
the third in importance in the New 
York Life having been accident, which 
was a little over 6 percent as against 4 
percent for the Mutual. 

Thus, each company shows the great 
preponderance of the two causes of ¢is- 
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The Firm Foundation 


—that is felt rather than seen 


‘THE superior characteristics of the 
International Life are as obvious as 
the height of the building. And the in- 
visible but vital basic principles on which 
it is founded are as firm as the caissons 
on which the building rests. 


It is these basic principles that have en- 
abled it to keep its standing secure and 


its condition financially sound while it 
has been growing at a rate that has never 
been equalled by any other insurance 
company. Only the broadest and best 
balanced of business policies would per- 
mit of the rapid expansion attending the 
great volume of business that its aggres- 
sive energy brings it. 
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The Company of Today with the Methods of Tomorrow 


MASSEY WILSON 


President 


J. L. BABLER 
Vice-Pres. and Gen. Mgr. of Agencies 











6 








THE NATIONAL 





UNDERWRITER 





October 27, 1921 























ability and the percentages between 
these two are not greatly different in 
the two companies, while all other 
causes are scattered and, individually, 
small. Mr. Hunter also shows that a 
considerable number recover both from 
tuberculosis and from insanity. He 
takes up the fact that the general atti- 
tude of the companies has been very 
liberal as to dating back benefits when 
there was delay in presenting proofs. 
E. B. Morris Paper 


“Some Problems Affecting Life In- 
surance” was the title of the paper by 
E. B. Morris, actuary Travelers. This 
paper is concerned with group insur- 
ance and what may for the lack of a 
better term be called semi-group insur- 
ance. The lower limit of group insur- 
ance under the statutes of certain states 
is 50 members. Mr. Morris discussed 
the question of the small employer 
whose employes do not come up to the 
minimum of 50 and who desires to in- 
sure his employes. He called attention 
to the fact that the number of employ- 
ers employing less than 50 is much 











greater than those employing 50 or more 
and set forth that there is a large field 
for such insurance provided the selec- 
tion can properly be taken care of. 

He also considered, among other 
things, a group annuity contract as a 
way of providing old age pensions for 
employes. He finds considerable diffi- 
culties in the way of this, such as the 
situation in case of discontinued em- 
ployment, and concludes that it might 
be better to set aside sufficient funds 
to purchase single premium annuities 
when the employe reaches the retire- 
ment age. 

He discussed a number 
things in the paper, such as: 

A. The extending of the group idea 
to associations where there is no ques- 
tion of employment involved, which he 
thinks would have difficulties. 

B. Providing for endowment funds 
such as an endowment by a college 
class of the college as a group proposi- 
tion. 

C. Utilizing the thrift idea by means 


of other 
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of periodical deposits in the bank in 
connection with insurance, etc. 


Miles M. Dawson’s Paper 


“An American Sickness Experience 
Table” was presented by Miles M. 
Dawson, counsellor at law and consult- 
ing actuary of New York City. The 
author presents the sickness experience 
of the Workmen’s Sick & Death Bene- 
fit Fund of New York, a fraternal which 
was organized in 1884 and since 1906 
has kept complete records of sickness. 
The experience now published is based 
on the experience of the five years, 
1912 to 1916, and covers 185,000 years 
of life. Benefits related only to the 
first 80 weeks of sickness and the rates 
deduced are governed by this limitation. 
The graduated sickness rate ranges 
from five days per annum at ages 15-30 
to 6.5 days at age 45 and 13.0 days at 
65. An appropriate mortality experi- 
ence and commutation columns for the 
calculation of sickness and death bene- 
fits are submitted as well as a table of 
net single and annual premiums, 3% 






























percent basis, for a sickness benefit of 
$1 per diem for any sickness incurred 
prior to age 65 and not exceeding 80 
weeks. 

Hutcheson Reviews New Features 


William A, Hutcheson, vice-president 
of the Mutual Life of New York, who 
is president of the Actuarial Society, re- 
viewed historically the two great addi- 
tions to the life field, disability and 
accident; the former appearing in con- 
nection with waiver of premium and 
income to the assured for disability, and 
the latter in connection with double in- 
demnity. Noting the difference between 
disability insurance and life insurance, 
Mr. Hutcheson stated that whereas th« 
fact of death was easy of determining, 
the reverse held true with respect to 
disability, which might be partial, total 
or permanent. 

He traced the history of disability in- 
surance for over a century and men- 
tioned the Manchester Unity experience 
as illustrating that while the death rate 
has decreased the disability rate has 
increased. The Manchester Unity ex- 
perience was taken for two periods, 
1866 to 1870 and from 1893 to 1897. At 
each age group the average number of 
weeks disablement per member was 
greater in the later period than in the 
earlier, while conversely the death rate 
was smaller in the earlier age groups 
than in the later period. Accident in- 
surance, Mr. Hutcheson said, owes its 
origin to railroading, and the need for 
indemnifying against such accidents. 


Green Signal Club Plans 


The annual meeting of the Green Sig- 
nal Club of the Illinois Life will be held 
in Chicago, Jan. 7. Membership in this 
organization is limited to the home state 
representatives of the Illinois Life 
There will be an all day business ses- 
sion at the close of which the Illinois 
agents of the company and their guests 
will be entertained at a banquet for 
which a special entertainment will be 
provided. 

It is planned to have no formal ad- 
dresses made at the business session 
other than those of the retiring and in- 
coming presidents. J. E. Wroughton 
who enjoys the unique distinction of 
holding the presidency of the Green 
Signal Club and the $100,000 Club at 
one and the same time will give a talk 
on the XX policy and how he sells it 
Mr. Wroughton has personally placed 
during the past two years more than 
$2,000,000 of XX insurance. 

Instead of the formal talks for the 
business session, it has been suggested 
that there be a general free for all dis- 
cussion of subjects to be selected by 
the chairman of the meeting, along with 
a rate book bureau and a drill on policy 
forms and provisions. 


Agency Convention Held 


The Northwest Iowa Agency of the 
Central Life of Iowa, of which David P 
Smith of Fort Dodge, Ia., is er- 
visor, held its annual agency meeting 
Oct. 14, beginning at noon with 
luncheon, followed by a business m 
ing in the afternoon, which was 
of pep, enthusiasm and profit. Sixt 
agents were in from the _ territory 
George B. Peak, president; Dr. T. ‘ 
Denny, secretary, and G. M.. Buck. 
Iowa superintendent, were present trom 
the home office. The program was 
the form of an open forum. There w 
helpful and interesting discussions 
present conditions over the territ 
their effect upon the work and how 
build up the future of the agency 
Denny gave a splendid speech o1 
federal loan to farmers, showing h t 
would greatly aid the present financia! 
situation by helping the farmers 
banks and putting more money int 
culation. 

The meeting closed with a banguet 
at which George B. Peak, Dr. T. ‘ 
Denny and G. M. Buck of Des Moines, 
and Rev. A. A. Brooks and Ben P. 13" 
son, banker, of Fort Dodge, made short. 
snappy speeches, 


su 


+ 


wn 


to 


Dr 






















t of 
irred 
ig 80 


dent 
who 
y, re- 
addi- 
and 
con- 
and 
, and 
e in- 
ween 
ance, 
s the 
ning, 
*t to 
total 


y in- 
men- 
ience 





1921 October 27, 1921 





LIFE INSURANCE EDITION 




















OPPORTUNITY 


The Michigan Mutual Life 
Insurance Company 


Was organized 54 years ago by the then most careful, 





prudent and progressive business men of Michigan 





AN ex-governor, John J. Bagley, was its first 
President, and among its initial Directors 
were men, giants of integrity and ability. Its 
foundation was well laid and the structure has 
been developed along lines both safe and sane. 
The character of its Directory has remained un- 
changed—its present Management is in the 
hands of men who have devoted their business 
lifetime to its purposes, and were well trained by 
their predecessors in office. 


Surplus is 


N°? part of its more than ninety millions of 
insurance in force was purchased, but 
every dollar of it was carefully selected through 
well established channels for that purpose. 
The Company’s more than fifteen millions of 
assets are represented by hand picked secur- 
ities —80% ‘of which are first mortgages on 
real estate, worth in each and every case more 
than twice the amount loaned on it. 


Strength— 


Ours Speaks for Itself 


UR non-participating policies are up-to-the- 

minute, meeting the present-day require- 
ments and contain all of the necessary salable 
features. 


Study our premium-rates—we put the word 
“WORTH” in every dollar of premium collected. 


Mr. Prospective Agent, here is a Company with 


an unblemished past and a brilliant future—one 
worthy of your consideration and the considera: 
tion of those persons to whom. you hope to sell 
Life Insurance. We do not seek the services of 
those agents who fly from one company to 
another, but offer on liberal terms a magnificent 
home to those men who enter the Life Insurance 
business to stay in it, and build up something 
for themselves. 


WE ARE OPERATING IN THE STATES OF 


Alabama Iowa 
Georgia Kentucky 
Illinois Maryland 
Indiana Michigan 


J. J. MOONEY, President 


Mississippi Ohio 
Missouri Pennsylvania 
Nebraska ‘Tennessee 


North Carolina West Virginia 


A. F. MOORE, Secretary 


GEORGE B. McGILL, Supt. of Agencies 


105 West Jefferson Ave., Detroit 
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The Kick in Rate Quotations 


THE agency contract of a representa- 
tive was recently cancelled summarily 
for the publication of an advertisement 
in which he gave premium rates of his 
company and those of all companies 
actively represented in his city. The 
advertisement was in accordance with 
the rate books of competitors. But it 
offended seriously in headline and text 
that disparaged all companies but his 
Other companies did not file 


own. 
complaints—in fact, they had not had 
time to do so—when cancellation 


notice was served. But the employing 
company recognized the odiousness of 
such comparisons. 

It is perfectly legitimate for an agent 
to advertise prices, just as it is proper 
for a merchant to advertise prices. But 
an advertisement of the Fair Store in 
Chicago setting forth their prices and 


those of Marshall Field & Co., the 
Boston Store, Rothschild’s, and other 
competing stores, would hardly set 
well. 


Proving net cost in a face-to-face 
solicitation is something far different 
than making a comparison in adver- 
tising space. The former action has a 
tendency to close a prospect and make 


him take the insurance he should take. 
The latter method has a tendency to 
drive business away from competitors 
without bringing a great deal of it to 
the advertiser. 

The quotation of the advertiser’s 
rates is fair. In fact, some of the most 
successful circular letters and news- 
paper advertisements have been those 
which quoted rates for a term policy. 
They arouse interest and, while they 
have sold a certain amount of term in- 
surance, they have sold much more in- 
surance of higher priced forms than 
those advertised. The public has a 
habit of being attracted by‘ low quo- 
tations and then proceeding to buy bet- 
ter goods. They will rush to the mar- 
ket which announces 12 cent corned 
beef and nine out of ten buyers will 
take better than the 12 cent cuts. They 
will go for $3.29 waists and come home 
with garments that cost $4.89. 

It would be foolish, of course, for 
the agent who can offer especially low 
net cost not to push the idea, but he 
must remember that there are ethics in 
competition and in advertising and that 
their observance is important to him. 


Over-Insurance on Total Disability 


Lire company officials very frankly 
admit the truth of what ARTHUR 
Hunter, actuary of the New York 
Lire, said in his recent address before 
the American Lire Convention, 
whén he declared that it is wholly pos- 
sible under present conditions for a man 
to secure such an amount under the 
permanent disability coverage as to 
create a distinctly moral hazard. They 
are speculating as to what practical 
means should be adopted to meet the 
situation. 

While the limit of indemnity which 
one may secure from any individual 
company is defined, and is well within 
bounds, an aggregate of protection can 
be had from a number of offices far and 
away in excess of what an individual 
might properly carry or would be per- 
mitted to get from any single institution. 


While life offices exchange information 
regarding the physical condition of ap- 
plicants for life insurance; the data is 
confined solely to that phase of the risk 
and sheds no light upon the applicant’s 
financial or moral status from the total 
and permanent disability standpoint. 

Though it be true that it would be a 
difficult matter to “fake” permanent 
disability, yet underwriters realize that 
the danger of too freely granting dis- 
ability protection is a very real one, and 
are talking of the inclusion in the policy 
contract of a qualifying clause such, for 
example, as the personal accident and 
health writing companies use to check- 
mate over insurance. Nothing has yet 
been done in the matter, but the ad- 
dress of Mr. Hunter has aroused the 
fraternity, and action will likely be 
taken in the not distant future. 


Life Insurance as an Investment 


An interesting point for a life insur- 
ance man to present to a prospect is 
the fact that about 2 percent of the 
annual income of the people in this 
country is invested in life insurance. 


Yet when we make a survey of the 
estates that are left we find that more 
than 85 percent of all the solvent estates 
left for administration consist of the 


proceeds of life insurance policies. 
After all there are but very few people 
who are capable of creating an estate 
that is worth while. Men lack in busi- 
ness sagacity. They make unfortunate 
investments. The surest way to create 
an estate is by contract. This can only 
be done through the medium of life in- 
surance. 
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A. J. Thomas of the Davenport, Ia., 
agency of the Massachusetts Mutual is 
a fine example of what can be accom- 
plished through consistent and persist- 
ent work. A couple of months ago Mr. 
Thomas completed a ten-year period 
during which he produced at least one 
application a week. Mr. Thomas, who 
is now only 34 years of age, began life 
insurance work in 1911, at which time 
he held a position in a wholesale fruit 
house at $75 a month. Carl LeBuhn, 
manager of the Massachusetts Mutual 
at Davenport, persuaded Mr. Thomas 
to take up life insurance work. Mr. 
LeBuhn says of Mr. Thomas that he 
from the very first had the desire to 
work, and took four months in which 
to master the intricacies of life insur- 
ance. 

During his early soliciting days, Mr. 
Thomas always spent a certain amount 
of time each day in studying life insur- 
ance. He did not give over his entire 


day to selling work. Three times in the 


ten-year period he came very close to 
not getting a policy a week, and one 
time worked as late as 11 o’clock on 
Sunday night so that his application 
would be ready for the count on Mon- 
day morning. One of the strongest 
factors in Mr. Thomas’ success has 
been his willingness to work. The net 
result is that he has not only scored 
each week with an application, but the 
total has been above the average. Dur- 
ing the first two years, he averaged 
something like $300,000. During the 
past three years, he has written slightly 
over $600,000 annually. Mr. Thomas 
carries the firm conviction that any 
salesman in life insurance work who 
will apply himself, who will work a 
specified number of hours each day, and 
who will spend as much time rounding 
up life insurance applications, as he 
would in any connection in which he 
was closely supervised, can make a 
success of life insurance salesmanship. 

Benjamin Waterfall of Berkeley, Cal., 
star agent for the California State Life, 
has achieved the double ambition of all 
life agents, a record of an application a 
day for a year and a record of a total 
of $1,000,000 production in a year. This 
consistent and heavy producer has been 
with the California State since its or- 
ganization and in addition to this nine 
years of service was for five years with 
other life agencies. He has made this 
commendable record in a territory that 
is not especially filled with prosperous 
prospects and has written no policy 
larger than $10,000, only five being 
greater than $5,000. In the one year 
he has concentrated upon the small pol- 
icyholder, figured the needs and possi- 
bilities of each and written them for a 
total of 316 policies, one each working 
day, for $1,003,500, with premium in- 
come of $51,549. Thus the average pol- 
icy of all those that made up the $1,- 
000,000 was $3,144 and the average pre- 
mium was $163. 

Mr. Waterfall accounts for this 
achievement on the basis of persistently 
keeping in touch with the policyholders, 
not harassing the prospects, but ap- 
proaching and then if unsuccessful 
dropping the name from his list, and 
seeking consistent business, rather than 
stray large cases. It is also noteworthy 
that every dollar of the business was 
written on the endowment plan. This 
is perhaps a new record of performance 
for the writing of country business and 
is a splendid example for the coming 
agent of the possibilities in country 
business. Mr. Waterfall has assisted in 
the building up of the California State 
Life and also in the creating of higher 
standards in the life insurance profes- 
sion. 


Maj. C. R. Morgan, junior member of 
the firm of Darst & Morgan, state 
agents for West Virginia for the Shen- 
andoah Life at Charleston, W. Va., is 









an eloquent speaker and is in much de- 
mand on important occasions. He was 
slated recently to address the Roanoke 
Life Underwriters Association on “Life 
Insurance Securities,” having for many 
years been attorney for the West Vir- 
ginia department, but could not be 
present. 


Joseph Herzberg, head of the Herz- 
berg & Son Company, Wisconsin man- 
agers for the Prudential, ordinary de- 
partment, who recently returned from 
a nine months’ sojourn in the Far East, 
left this week for the home office at 
Newark, at the special invitation of 
the company. Mr. Herzberg will re- 
gale the home office with his remark- 
able collection of life insurance relics 
and curios which he picked up during 
his travels. At the October meeting 
of the Milwaukee Association of Life 
Underwriters, Mr. Herzberg was called 
to the floor to tell something about his 
trip, the curiosity and interest of mem- 
bers being aroused by his recent inter- 
view on the subject published in THe 
NATIONAL UNpberRwriter. Mr. Herzberg 
begged off from making a formal ad- 
dress, but showed several curiosities, 
one of them being a death claim in 
Chinese. This was given him, he 
stated, by an official of the China Life. 
It was fully a yard wide and two yards 
long, and consisted of black symbols 
spotted all over both sides of the paper, 
a grayish, somber-looking material. 
There was also an envelope about 1 
by 3 feet, of the same color, with a 
heavy red band across the front, on 
which the address of the agency had 
been written. Mr. Herzberg said that 
the hieroglyphics included the ancestry 
and full list of the relations of the de- 
ceased, together with the facts regard- 
ing his last illness and death. He added 
that fraudulent claims were very numer- 
ous in the Orient, and that substitutions 
at examinations for life insurance were 
a common occurrence. 


H. C. Walburn of Huntington, W. 
Va., is the first salesman for the Bank- 
ers Life of Des Moines to reach the 
million dollar mark in production for 
1921. He was also a millionaire for 
1920 and his production schedule for 
this year is a month ahead of the record 
which he established in 1920. 


A. M. Shannon, formerly at Houston, 
Tex., for the Bankers Life of Des 
Moines, has been promoted to the posi- 
tion of regional sales manager for that 
company and has established his head- 
quarters in Kansas City, where he will 
direct the sales promotion of the Bank- 
ers Life for Illinois, Missouri, Nebraska, 
Colorado and Wyoming. 


The funeral of Maj. Murray Davis, 
son of W. B. Davis, who has been for 
years general agent of the Illinois Life 
at Kansas City, was held there Sunday. 
Maj. Davis fell while leading his troops 
in the Argonne, and his body had just 
been brought back to Kansas City for 
burial. It was the largest military 
funeral ever held in Kansas City. 

John T. Giblin of Casper, Wyo., dis- 
trict manager of the Equitable Life of 
New York, is candidate for office of 
mayor in his city. The election will be 
held Nov. 8. In addition to his super- 
visory duty Mr. Giblin paid for $432,941 
the first nine months of the year. 


Rupert Fry, president of the Old Line 
Life of America, Milwaukee, who was 
injured in an automobile accident last 
Sunday night while returning to Mil- 
waukee from his summer home, was 
on Friday removed from the hospital 
to his town house in Milwaukee, much 
improved. He suffered no fractures and 
has rallied from the severe nervous 
shock sustained in the accident. He is 
expected back at his desk next week. 
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Progress of the Equitable 





NEW FEATURES INTRODUCED IN A DECADE 








Group Life Insurance 

Group Disability Insurance 
Safety Inspections for Groups 
Home Purchase Insurance 
Refund and Cash Refund Annuity 
Income Bonds for Old Age 
New Convertible Policy 
Corporate Policy 

Endowment Annuity at 65 
Liberty Bond Policy 
Retirement Annuity 

New Survivorship Annuity 





Non-Cancellable Accident 

and Health Insurance 
Premium Waiver Clause 
Disability Income Clause 
Double Indemnity Provision 
Excess Interest Dividends 
Post Mortem Dividend 
Endowment Conversion Privilege 
Educational Fund Agreement 
Salary Continuance Agreement 
Free Health Examinations 
Special Training for Agents 














INSURANCE PROTECTION 
THAT THAT 
INSURES PROTECTS 
GROWTH IN A DECADE 

1920 1910 Increase 
Outstanding Insurance Dec. 31st. $2,656,524,071 $1,347,158,692 $1,309,366,279 
EEE, ae 520,559,921 107,965,091 421,594,830 
eee 627,141,737 492,197,585 134,044,152 
Liabilities Dec. 31st............ 539,140,705 409,538,600 129,602,195 
Premium Income..............- 05,354,787 53,160,164 42,194,623 
Ps sc cnccsesccss cece 132,156,042 76,289,493 55,867,449 
Payments to Policyholders...... 72,683,550 53,119,670 19,563,880 
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ACCIDENT AND HEALTH 
BUSINESS LIVE TOPIC 


Non-Cancellable Policy Proves 


Particularly Interesting to 
Life Companies 


MANY MAY ENTER FIELD 


Further Movement in That Direction 
Indicated—How “NonCan” Works 
in With Life Insurance 


The livest topic in the field of life in- 
surance today is accident and health in- 
surance and particularly the noncan- 
cellable policy. With several companies 
starting in the health and accident busi- 
ness on Jan. 1 or thereabouts and many 
others willing at least to get their feet 
wet, the whole business of accident and 
health insurance appears to be in for a 
new analysis and possible readjustment 
to some extent. There are many in- 
teresting angles to the situation. 

At the recent session of the American 
Life Convention at Indianapolis some 
of the audience were startled by the 
boldness of certain speakers in advocat- 
ing that all life companies consider seri- 
ously entering the health and accident 
field. The company officials were told 
that the thing is inevitable and that 
the time has come to take up this branch 
of this business. It would appear that 
the speakers had advance information 
of the decision of a number of large 
companies, as yet unannounced, to en- 
ter the field, and that they wish to pre- 
pare the way for the inevitable competi- 
tion of these companies in the life field. 


Many Not Fully Equipped 


It must be remembered that there 
are some 275 life companies and all 
these companies are not as yet fully 
equipped or ready to take up a difficult 
and complicated line of insurance like 
accident and health. If 50 or 75 com- 
panies should establish accident and 
health branches, there would still be 
upwards of 200 companies which would 
be without them. It is a comparatively 
simple matter for a health and accident 
company to enter the life business; it is 
an entirely different matter for a life 
company to enter the health and acci- 
dent field. Obviously, the companies 
which have been doing health and acci- 
dent for years have a great advantage, 
if they use it, over the companies newly 
entering the business. For this reason 
many life companies are likely to en- 
courage their agents to use the facilities 
of the regularly established accident and 
health companies in giving “complete 
personal protection” to their clients. 
The Massachusetts Mutual has recently 
arranged with the Continental Casualty 
of Chicago both for double indemnity 
and noncancellable disability insurance. 
It is understood that under the Massa- 
chusetts law it is rather difficult for the 
mutual companies of that state to take 
on the casualty line. The Connecticut 
companies, of course, are fully prepared 
to enter the disability field if they wish. 
At any rate, the Massachusetts Mutual 
is getting in line and is equipping its 
agents with the accident and health 
argument, without itself going into the 
business. 


Commissions on Noncancellable 


In this connection it is interesting 
to note that the Continental Casualty 
will on Jan. 1 reduce its commissions on 
noncancellable disability to virtually a 
life insurance basis. This is a very im- 
portant fact for the consideration of the 
accident and health companies which 
pay large renewal commissions, the same 
as the first vear. The Connecticut Gen- 
eral reduced its commissions to the life 





basis some time last summer. It is 
understood that the Continental Cas- 
ualty is getting into line to meet the 
competition of the life companies in the 
field in which it was one of the pioneers 
and it realizes that it cannot do this 
unless its acquisition expense is no 
greater than that of the life company 
competitors. This bears out the con- 
tention that the noncancellable dis- 
ability policy is really a life insurance 
proposition and should be sold by life 
agents, rather than by accident and 
health men. The argument is made thet 
the only true salesman in the insurance 
field is the life insurance man, and one 
company which has both life and acci- 
dent departments states that its large 
noncancellable disability insurance is 
written almost entirely by the life and 
not by the accident and health agents. 


Adjunct of Life Insurance 


From one angle the “noncan” policy 
is an adjunct of life insurance. A 
greater amount of it is being written by 
the larger life insurance writers who 
sell it in large policies to the large buy- 
ers whose life insurance they already 
control. It takes very little argument 
by an agent who has sold a man $200,- 
000 or $300,000 life insurance to show 
him that noncancellable disability in- 
surance rounds out his life insurance 
protection program and in fact much 
of the noncancellable disability business 
is being placed today over the telephone. 
Many large life insurance writers are 
going to their old customers and plac- 
ing the “noncan” policy in much the 
same way they did the total and perma- 
nent disability coverage when it first 
came out. 

One of the largest writers of “non- 
can” insurance said the other day: 
“When the situation simmers down and 
the various lines of total and perma- 
nent disability insurance, noncancellable 
disability and regular health and acci- 
dent insurance are finally adjusted, it 
will be found that the ‘noncan’ policy 
will not invade the field of the small 
buyer, of the man who,” as he put it, 
‘cannot afford to wait a month.” In 
other words, he concedes that the non- 
cancellable disability policy is not likely 
to invade the industrial field or the 
small commercial policy buyer, the man 
who needs protection for the first week 
or the first few weeks. On the other 
hand, he says the large income earner 


can easily carry his own protection for 


the first few weeks. In other words, the 
noncancellable policy leaves the field 
of limited protection to the present com- 
panies and opens a new field of its own, 
which is likely to be taken up by the 
life companies, or if not by the life 
companies themselves will probably be 
sold through life agents who also repre- 
sent companies writing “noncan.” 


Meeting Competition 


It has been assumed by a number of 
health and accident companies that the 
payment of renewal commissions each 
year as large as the first year may cause 
agents to write for the casualty com- 
panies rather than for the life com- 
panies. But the action of the Conti- 
nental in reducing its commissions to 
the life basis indicates that this far- 
seeing company does not look at the 
matter in this way. It evidently con- 
siders that there will be so many life 
salesmen selling noncancellable that the 
health and accident business is bound 
to be affected more or less, as it is plac- 
ing itself in a position where it can 
compete with the life companies. It is, 
in fact, building up its agency force for 
its running mate, the life company, 1” 
order to approach the noncancellable 
disability proposition from the life in- 
surance rather than from the healt 
and accident angle. 

It is a question whether all casualty 
companies will not be obliged in seli- 
defense to put on a noncancellable dis- 
ability policy at life commissions in 
order that agents may meet the con 
petition of the life agents holding their ir 
own business by being prepared to give 
a “noncan” policy in their own com- 
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We have good territory open for direct home office contracts in 
Pennsylvania, Delaware, Ohio, Indiana, Illinois, Missouri, Kansas, Michigan. 
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Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only nonparticipating insurance. It is bed rock life insur- 
ance with no frills or fancy adornments. It is the stuff that 
appeals to the people who want every possible dollar of protection 
they can buy for every dollar deposited as premium. 


Our 1921 program is a progressive one that contemplates a vigor- 
ous and systematic campaign for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National banner into 
; new strongholds backed solidly by the whole organization. 


Last year was a banner year in life insurance. This year will 
be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you. 





























panies. This, it is said, is likely to be 
the course pursued by a number of the 
well-known casualty companies with 
large health and accident departments, 
following the action of the Continental. 
The Continental is one of the pioneers 
in the field of noncancellable disability 
and it evidently does not propose to 
give up its lead to the life companies. 


Talking Points for “Noncan” 


It may be that the demand of the 
public which appears to be so insistent 
for personal protection and particularly 
noncancellable disability is exaggerated 
and that when all companies, life and 
casualty, are writing noncancellable 
business, the demand will suddenly 
slump. It is pointed out that the chief 
selling argument for “noncan” today by 
the companies which are now writing it 
is that they are able to offer the public 
something which they cannot get else- 
where, and thus agents secure a talking 
point which they would not have if 
every agent could furnish the same 
thing. After numerous companies are 
writing “noncan,” it is pointed out, 
when a salesman approaches a prospect, 
the prospect is likely to take the insur- 
ance with his regular life insurance 
agent, rather than buy it from a “non- 
can” agent who has not before had rela- 
tions with him, whereas now the cas- 
ualty agent can truthfully say that he 
has something new, and something 
which cannot be procured elsewhere, 
which is the great opening wedge for 
“noncan,” as it is now being sold. There 
is an undoubted demand for “noncan” 
by the public today, as shown by the 
results of the agents who have solicited 
it, but whether this demand will be as 
great after all agents are selling it is 
still a question. When the situation 
has simmered down it will probably be 
found that “noncan” will be written 
both by life and accident and health 
companies, but that both will write on 
the same basis of commission, which is 
the life basis. 

One outstanding fact is that when the 
high-powered life agents’ organization 
has been turned loose on health and 
accident insurance in its various forms 
the result will be a very greatly popu- 
larized form of indemnity with the pub- 
lic. No doubt all companies will benefit 
from the injection of this new energy 
and salesmanship ability into the per- 
sonal disability field. 


Security Mutual Convention 


The Security Mutual of Lincoln, Neb., 
recently assembled the agents at the 
home office for the annual convention. 

President E. B. Stephenson welcomed 
the agents and M. A. Hyde, assistant 
secretary and manager of agencies, im- 
pressed upon the salesmen that the con- 
vention was theirs and for their sole 
benefit. W. A. Lindly spoke on “The 
History of the Company and _ Its 
Growth.” Dr. H. B. Miller, medical 
director, gave a very interesting talk on 
“Rejections,” emphasizing the part the 
agent can perform in the selection of 
risks. A. G. Gabriel, actuary, spoke on 
“The Value of Inspection Reports.” 

The convention being turned over to 
the agents, Oak E. Davis of Lincoln, 
president of the $150,000 Club, assumed 
the chair. Other $150,000 Club mem- 
bers in attendance were Vice-President 
Tames J. Huey, Topeka, Kan.: G. W. 
F. Moore, Sioux Falls, S. D.; Charles 
E. Reilly, Lincoln, Neb.: W. H. Wil- 
liams, Edison, Neb.; Frank S. Richards, 
Columbus, Neb. 

Following G. W. F. Moore’s address, 
“Whv I Am a Security Mutual Life 
Man,” which the convention voted to 
have printed, Henry B. McCampbell, 
Elgin. Neb. told about his experience 
of selling life insurance through banks, 
and G. A. Sawyer, Topeka, Kan., dem- 
onstrated his methods of delivering 
policies. The convention was then en- 
tertained at the theater and a banquet. 


Clifford Elvins, advertising manager 
of the Imperial Life of Toronto, and one 
of the leading advertising men in Ca- 
nada, spoke at the weekly luncheon 
meeting of the Hartford Advertising 
club last Monday. 


|J. L. SHUFF OUTLINES 
IDEAS ON YEAR’S WORK 


(CONTINUED FROM PAGE 1) 


even think they are great can get very 
far without being a part, and we will, 
as a whole, contribute quite as much to 
his happiness and success, and, in fact, 
more than he can individually con- 
tribute to us. Therefore we have a per- 
fect right to appeal directly to the offi- 
cers of our companies, insisting that if 
their agents do not stand with other 
agents in their several communities that 
they do not represent insurance in its 
highest type. 

“So much for the membership and 
I appeal with all my heart to the presi- 
dents of the various associations to see 
to it that the strongest man of their 
organization is made chairman of the 
membership committee. 

Progress in Educational Work 


“In my opinion the greatest progress 
that our National Association has made 
is along the line of education and par- 
ticularly the School of Life Insurance 
Salesmanship at Carnegie Institute, and 
while there are other institutions en- 
gaged in this work, I only refer to the 
parent organization. I hope that when 
our colleges and institutions take up 
these salesmanship courses that the 
local organization may cooperate with 
them and see to it that they are pre- 
pared to give instruction that is worth 
while; and I deem it unwise to en- 
courage institutions of learning to start 
these courses unless they are thor- 
oughly prepared. 

Get Heart Beat of Insurance 


“T am frank to confess that I would 
not be in the insurance business were 
it not for the fact of the dream and 
ideal of insurance, which so strongly 
appeals to any man with a sentiment, 
because life has been a waste of time 
if somewhere somehow we cannot incul- 
cate love and affection for those for 
whom we are responsible and may be 
of our own household; and the agent 
that is selling insurance, who doesn’t 
get the very heart beat and soul of the 
business within him, hasn’t gotten very 
far. ‘ 

“T have read time and again of the 
various reasons why men remained in 
the insurance business and, of course, 
the first factor is his making a com- 
petency for his needs and his living be- 
cause further than that we have not 
gotten. I do not know of a single 
wealthy man who accumulated his 
wealth by selling insurance, and just 2 
few that have even left a competency— 
in fact, very little to posterity beyond 
their life insurance. Hence we must 
have a community spirit and a sales- 
man who has not been sold the ideal 
himself has lost the sweet charm of our 
business. I hope that none under my 
voice can state that they have not many 
times, after passing from a good sale 
to their offices, felt the tingle of delight 
and the thrill of service beyond the 
mere thought of personal reward, be- 
cause to me this is what makes service 
a delight. 


Cooperation and Sales Congress 


“T am a thorough believer in the sales 
congress as it has prevailed during the 
past administrations. However, I ques- 
tion the advisability of having them 
with each local organization. I rather 
favor state or district meetings, where 
the man of the local organization cam 
get in touch with another similar or- 
ganization and a different viewpoint. | 
further favor that the programs, with 
the exception of a few speakers irom 
the outside, be made up of men from 
those local organizations. The advan- 
tage of having these sales congresses 
confined to a state as nearly as possible 
would be in the fact of being able te 
gather viewpoints on state and loca! 
conditions and taxes, including the 
occupational tax, which to my mim 
are eating the very heart out of our 
business. As you know, insurance 
could be sold for 10 percent less cos! 
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if the various forms of taxation were 
limited, and I for one believe that this 
is going to largely fall upon the shoul- 
ders of the agents instead of the com- 
panies. Hence another appeal to the 
companies to give us their unqualified 
support and insist upon their agents 
cooperating with us. 


Offers Bond of Comradeship 


“When we have a state or district 
sales congress it makes a bond of com- 
radeship and prestige that cannot be 
gotten in any other way, and I am very 
proud that we can come before the 
public today after the great unnecessary 
war with no slackers from service at 
home or at the front. 

“It seems to me that the unsettled 
conditions at the present time create a 
challenge to the courage of manhood of 
any organization of our type, and with 
our war record for service and a most 
friendly press, we will be enabled to 
get our meetings with their full pro- 
grams before each section as never be- 
fore, and this alone will be worth our 
efforts. 

Questions of Legislation 


“Incidentally I refer to legislation, but 
to me we must protect our own and at 
the same time we are doing the greater 
favor to the insured, but without our 
organizations no results can be obtained. 
I am quite positive that the legislative 
committees of the local associations can 
always get in touch with their state 
representatives as well as the national 
representatives and present the plea in 
the name of the insured. Furthermore 
through personal touch and constant in- 
formation given your clients you will 
finally make the insured @nderstand 
that they are paying the price for this 
unjust taxation, as it behooves us to be 
very alert and not permit matters to get 
beyond our control, because it is almost 
impossible to repeal a law once made 
pertaining to taxation. 

“Along that line I hope that some 
time we may have a uniform agency 
qualification law, and at the same time 
I recognize that various states have 
conditions that are different, but in the 
main the same law should prevail. This 
is not intended as a discussion of the 
part time or whole time men. They 
both have their usefulness in their sev- 
eral communities, but I hope to see at 
an early date no part time men in the 
cities of large population. 


Spirit of the Association 


“I believe that love begets love. I 
believe that helpfulness begets help- 
fulness tenfold. I believe that you are 
going to get out of the organization 
what you put into the organization. I 
believe that selfishness is the curse of 
our business and I know that unselfish- 
ness will cure our misfortunes. I be- 
lieve in competition, but honorable com- 
petition. I believe that we should after 
careful consideration recognize com- 
panies, old or young, when they have 
qualified legitimately with the insurance 
commissioners of their various states. 
I was amazed and surprised recently at 
the American Life Convention, held in 
Indianapolis, to learn that only 15 years 
ago at a meeting of this organization 
at Chattanooga the number of com- 
panies represented had about $300,000,- 
000 of insurance in force and in 1921, as 
I recall it, the companies represented 
were 136, with a total of insurance in 
force of more than $6,500,000,000. 


Welcome Industrial Men 


“Hence we must not be unfair to the 
companies that are doing legitimate 
business and have not reached the great 
accumulations of some of the older com- 
panies and, when we get the agents of 
these companies in our organizations, 
we have no right to believe that they 
will not be as honorable and perhaps 
more enthusiastic than the agents from 
the older companies. I welcome with 
all my heart the agents from the indus- 
trial companies, that are planting the 
seeds for bigger things. ‘Lest we for- 
get.” It is only a few years since many 
of us were frightened as to what the 


business, and look what it has done 
for the business. Nothing could have 
given a more permanent standing in 
the eyes of the public without reserva- 
tion. 


Distinction Only in Service 


“I believe that we will all get more 
out of life if we can consistently live up 
to the maxim, ‘Bear ye one another’s 
burdens.’ I recall that one of our great- 
est statesmen in addressing a college 
some years ago spoke as follows: ‘How 
many of you will forego anything except 
your allegiance to that which is just 
and that which is right?’ he asked. 
“We die but once and we die without 
distinction if we are not willing to die 
the death of sacrifice. Do you covet 
honor? You will never get it by serv- 
ing yourself. Do you covet distinction? 
You will get it only as the servant of 
mankind.’ ” 


COMMITTEE TO PROBE 
SUB-STANDARD FIELD 


(CONTINUED FROM PAGE 3) 


a sub-standard risk from the kind of 
country doctors that many companies 
use. Companies cannot afford to have 
their own home office medical men look 
over every sub-standard case. They 
must rely very largely upon the reports 
submitted by the doctors used in the 
territory in which they operate. Re- 
ports from these doctors are all right if 
only standard business is written, but 
when it comes to determining the fine 
points of a man’s physical condition for 
the purpose of accepting a sub-standard 
case, I am unconvinced that a country 
doctor can be of much value to a com- 
pany. If a company intends to operate 
its sub-standard business on the point 
system, I am afraid that it might go 
astray if it relies entirely upon the re- 
ports submitted by doctors in the rural 
sections. There is so much that such 
doctors do not know.” 

American Life Convention companies 
are hoping that very soon the commit- 
tee that is to look into the sub-standard 
field will commence to gather statistics 
and form at least the basis for a plan 
that may be later put into effect by all 
of the American Life Convention com- 
panies. There is a feeling on the part 
of many small and aggressive compa- 
nies, that the bigger life insurance insti- 
tutions have a decided advantage when 
it comes to writing sub-stndard cases. 
The large company can afford to 
gamble, speculate, and experiment in 
the sub-standard field. The small com- 
pany cannot. It must sail close to the 
wind, and take no chances. If some 
sort of underwriting table or guide can 
be worked out for the handling of sub- 
standard cases it will mean that any 
company, large or small, can write on 
some basis and at some rate almost any 
case that is sent in by an agent. 


Briggs Agency’s Contest 


Joseph W. Briggs, manager for the 
Massachusetts Mutual Life in southern 
Wisconsin, is going to conduct an in- 
teresting competition in November and 
December covering all of the agents in 
his jurisdiction. Every agent who writes 
10 or more completed applications will 
be entitled to a special award as “super 
ace,” and the award as well as the con- 
test features will have to do with avi- 
ation matters. At the close of the con- 
test, every policyholder of each agent 
will be mailed a specially designed and 
printed record of the results, Mr. Briggs 
stating that he believes the agent should 
have due recognition for good work 
among his clients. The contest will 
bear entirely on number of applications 
written and examinations passed, and 
not on the amounts contained in the 
policies. The slogan for the campaign 
on this point will be: “Lives mean more 
than dollars.” 


The Columbus Mutual of Ohio has 
changed its dividend year from Jan. 1 to 





war risk insurance might do to the 


April 1. 





Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


-{}- 
Contract direct with the 
Company. 

-{}- 
Over $125,000,000 of in- 
surance in force. 

-{}- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 











Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 














A Wider Field 


An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 
2—protective insurance and Educational and Business Start 
Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents consider- 
ably. We issue Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity 
provisions covering any kind of fatal accident, or with 
Double Indemnity provisions covering fatal travel accident 
only, as may be desired. 


We issue policies with waiver of Premium and Disability 
Annuity or Installment Payment features. 


We insure males and females at the same rates. 


OLD COLONY LIFE 
INSURANCE COMPANY 
CHICAGO, ILLINOIS 
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The Close of the Day’s Work 


HEN you begin to figure up yourearn- All this and more we constantly strive to 
ings and recall the several reasons for give our agents. This coupled with good 
failures during the past year, you then more policy contracts and liberal commissions, is 
than any other time keenly realize the im- an incentive which should interest any am- 
portance of a helpful constructive home bitious agent who wishes to make the most 
office service that trains you to overcome of his salesmanship efforts. 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


We would like to hear from several 
good men for important field positions 


Inter-Southern Life Insurance Compan 
JAMES R. DUFFIN, President. LOUISVILLE, KENTUC 











M. E. O'BRIEN, Pres. “THE COMPANY OF SERVICE” JAMES D. BATY, Sec. & Treas. 


The Detroit Life Insurance Company 


FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 


PYRAMIDS OF PROGRESS: Insurance in Force 
December 31, 1911 . . . $1,729,970.00 
December 31,1913 . . $4,051,150.00 


December 31, 1915 . . $7,199,500.00 
December 31, 1917 . . $11,750,811.00 


December 30, 1920 . $22,000,000.00 
Aug. 31, 1921 . $26,200,000.00 


A fine opportunity for live agents 
to associate with a rapidly pro- 
gressing company. 











The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
MUNCIE, INDIANA 








SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 


O. W. JOHNSON, President 


INSURANCE IN FORCE . : . : : i $37,000,000 
Assets , ‘ ; : . : ; 4,074,586 
Payments to Policyholders since Organization ‘ : 3,453,460 


Openings for General Agents and Managers in Fifteen States 
Address S. W. GOSS, Vice-President and Manager of Agenci 














ACTIVE YEAR PLANNED 


STEVENS HEADS FIELD CLUB 





Has Platform of Aggressiveness and 
Expansion for Chicago Organiza- 
tion in Coming Year 





At the annual meeting of the Chicago 
Field Men’s Club last week John H 
Stevens of the State Mutual, who has 
been acting president since the resigna- 
tion of I. B. Jacobs, new assistant man- 
ager of the Mutual Life in Chicago, was 
elected president for the coming year 
on a platform of aggressiveness and 
expansion. Mr. Stevens was asked to 
take the work for this year and did so 
on the condition that he be allowed to 
work out his ideas on the extension of 
activities of the club. He has many 
propositions to present and expects to 
create a new and enlivened club before 
many meetings have passed. 

Other officers elected were: A. C. 
Biederman, Equitable of New York, 
vice-president; W. B. Miller, Travelers, 
secretary; Frank H. Hadley, State Mu- 
tual, treasurer. Board of directors (new 
members): G. S. Brown, Mutual Bene- 
fit; E. C. Platter, Massachusetts Mu- 
tual, and Lewis Degen, Mutual Life of 
New York. G. F. Unger of the 
Equitable of New York was chosen as 
chairman of the executive committee. 


A committee was appointed, upon re- 
quest from the floor, to review the work 
and developments of the past year and 
formulate ’& report covering the constitu- 
tion and purpose of the club, the work 
accomplished and a prospectus of the 
work -before the club during the com- 
ing year. This report will emphasize 
the plan of the club to develop the rela- 
tions of the soliciting agents, and not 
to antagonize any other group of insur- 
ance men. The recognition by other 
groups, achieved last year, was shown 
and it was said that this spirit of co- 
operation was to be increased and 
nothing done to endanger it. The posi- 
tion of the managers is recognized by 
the field men and their difficult work 
recognized, but it is believed that an 
organization of the kind presented in 
the Field Men’s Club is necessary, as 
its members have different interests 
from those of an organization made up 
of all life insurance men. 

The musical program furnished was 
made up entirely of home talent. The 
members of the Holzman agency of the 
Equitable of New York, who are suf- 
ficient to form a presentable minstrel 
without outside assistance, gave several 
musical selections. There was a solo 
by W. B. Dickinson of the Equitable 
and also violin, piano and drum to make 
the program of interest. The program 
committee is now working on the next 
meeting ,which will be in the latter part 
of November, and promises an interest- 
ing program. 


Sues State for Securities 


The State Life of Iowa has entered 
suit against the state of Minnesota to 
compel the return of $125,000 in bonds 
and securities held by the state to cover 
policies in the Surety Fund Life, which 
the Iowa company recently took over. 











BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Double Indemnity Disability Benefits 
Reducing Premiums 
SEE THE NEW LOW RATES 





66 BROADWAY 


Villani 


INSURANCE CO. 


NEW YORK 
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LIFE OFFICERS RALLY 


PROGRAM OF THE CONVENTION 





Annual Meeting Will Be Held in 
Chicago, Nov. 10-11, at the 
Hotel La Salle 





The Association of Life Agency Of- 
ficers is announcing its program for the 
annual meeting in Chicago at the Hotel 
La Salle, Nov. 10-11. President Isaac 
Miller Hamilton of the Federal Life is 
chairman. A. G. Borden of the home 
office of the Equitable Life of New 
York is secretary. The main theme 
this year will be “Company Plans for 
the Education of the Soliciting Agent.” 
The program is: 

THURSDAY, NOV. 10 
Morning Session 10 O'Clock 

General Business. 

Report of Executive Committee. 

Report of Secretary-Treasurer. 

Place for Research in the Sales Branch 
of American Business 

Dr. A. A. Hammerschlag, President, 
Carnegie Institute of Technology. 

Responses by: 

Philip Burnet, President, Continental 
Life of Delaware. 

W. E. Taylor, Vice-President, 
table Life of New York. 

Winslow Russell, Vice-President and 
Agency Manager, Phoenix Mutual Life. 

George L. Williams, Secretary, Union 
Central Life. 


Equi- 


Afternoon Session 2:15 P. M. 


Company Plans for the Education of the 
Soliciting Agent 


Responses by: 

F. T. Stanford, Canada Life. 

T. C. Denny, Secretary, Central Life of 
lowa, 

H. M. Holderness, Agency Correspond- 
ent, Connecticut Mutual Life. 

Paul M. Ray, Field Supervisor, Equi- 
table Life of Iowa. 

J. A. Stevenson, Third Vice-President 
Equitable Life of New York. 

E. C. Milair, Secretary, George Wash- 
ington Life. 

Cc. H. Carpenter, Eastern Superintend- 
ent of Agencies, Great West Life. 

T. Louis Hansen, Vice-President and 
Agency Manager, Guardian Life of New 
York. 

FRIDAY, NOV. I1 


Morning Session 


Institutional Plans for Instruction in 
Life Insurance Salesmanship 


Griffin M. Lovelace, Director, School of 
Life Insurance Salesmanship, Carnegie 
Institute of Technology. 

E. M. Howbert, Director, School of Life 
Insurance Salesmanship, University of 
Denver. 


Company Plans for the Education of the 
Soliciting Agent 


Responses by: 

George H. Hunt, Superintendent of 
Agencies, Imperial Life of Canada. 

F. E. Hall, Superintendent Ordinary 
Agencies, Life Insurance Company of 
Virginia. 

George H. Gaston, Second Vice-Presi- 
dent, Metropolitan Life. 

E. S. Albritton, Superintendent of 
Agencies, Minnesota Mutual Life. 


Ralph H. Rice, President, National 
Fidelity Life. 

L. P. Brigham, Assistant Superintend- 
ent of Agencies, National Life of Ver- 


rr nt. 
Robert D. Lay, Vice-President and Sec- 
iry National Life, U. S. A. 
Glover S. Hastings, Superintendent of 
\cencies, New England Mutual Life. 


Afternoon Session 2:15 P. M. 
Company Plans for the Education of the 
Soliciting Agent 


Response by: 
Seton Lindsay, Superintendent of 
ncies, New York Life. 
Dr. E. G. Simmons, Vice-President and 
eral Manager Pan-American Life. 
1. Howard Jefferies, Superintendent of 
fencies, Penn Mutual Life. 
Emmet C. May, President, Peoria Life. 
Carl A. Secoy, Assistant Agency Man- 
eer, Phoenix Mutual Life. 
Matthew E,. Walker, Manager Insur- 
Department, Provident Life & 


Trust. 


W. C. Ellis, Agency Manager, South- 
eastern Life. 
T. D. Blair, Assistant Agency Manager, 
Southern Life & Trust. 
G. H. Harris, Supervisor of Field Serv- 
ice, Sun Life of Canada. 
Closing Remarks 


Sidney A. Foster, First Vice-President 
and Secretary, Royal Union Mutual Life. 


Assessment Men Elect 


At Tuesday’s meeting of the National 
Association of Mutual Life Under- 
writers, the assessment mutuals, which 
held a two-day session, Oct. 24-25, in | 
the Hotel LaSalle in Chicago, officers | 
were re-elected for another term, one 





additional name being placed on the list. 
Dr. George W. Hopkins, president of 
the Pure Protection Life of Cleveland, 
was re-elected president; Edward M. 
Martin, vice-president of the Guarantee 
Fund of Lincoln, Neb., vice-president; 
Nelson O. Tiffany, president Masonic 
Life, Buffalo, secretary; and A. 
Davies, secretary of the Knights Tem- 
plars and Masonic Mutual Aid Asso- 
ciation of Cincinnati, treasurer. The 
executive committee, consisting of J. 
W. Hughes, vice-president Guarantee | 
Fund, Nelson O, Tiffany, the secretary | 
ex-officio, and James P. Hewitt of Des 
Moines, was increased to include Frank 
M. Hallam, general manager of the IIli- 
nois Bankers Life. 


Commodore A. L. Key, vice-president 
and general manager, and » Leon 
Porter, secretary and actuary, of the 
Volunteer State Life of Chattanooga, 
Tenn., are in Washington during this 
week, looking after matters of interest 
to life insurance companies in connec- 
tion with the present tax bill. 








Capital, $200,000.00 


A company born in the West 
built for western people, 
by western men. 


GOOD AGENTS WANTED 








live. wire. 


Progressive In Its Ideas 


STEPHEN M. BABBIT, Pres. 





Originators of the 
“Multiple Option” Policy, 
a three-in-one contract. 
A good policy for the 


Conservative In Its Management 


HUTCHINSON, KANSAS 














George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. 
particulars address 


ERNEST C. MILAIR, Vice President and Secretary 


For 











BEN H. BERKSHIRE, President 


For Major Surgical Operations (Maximum) 7 7 - - - - ~ 
For Loss of Right Arm above Elbow or Loss of Either Leg above the Knee - - 
For Loss of Right Arm below Elbow or Left Arm above Elbow - - - - 
For Loss of Either — the Knee ~ - - - - - - ~ 
For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye ~ 7 - 


A New “Ordinary Life Select” Policy 


Issued by the 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 





The Company Will Pay 
For Natural Death 7 ~ $10,000.00 
For Total and Permanent Disability, a monthly income to the Insured of - 


For Accidental Death - 


CONTINENTAL LIFE INSURANCE COMPANY 


NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 


P. R. SCHWEICH, Sec’y and Supt. of Agencies 











Tennessee, 


solicitors who wish to 


contract years. 





OHIO, .IINDIANA and ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of Chattanooga, 
intends to enter these states. 


This announcement is not addressed to satisfied representatives 
of other Companies, but to experienced, successful life insurance 


obtain General Agency contracts. 


Minor Morton, Vice President & Agency 


If your character is above reproach, and if you have paid for 
a minimum of $200,000 annually for the last three years, and if 
you are ambitious to own and operate a General Agency,—write us, 
giving full particulars. 


Liberal financial assistance extended during the first two 


Manager 
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Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - 





- $58,000,000.00 


JAMES A. McVOY 
Vice-President and General Manager 














W. T. GRANT, Vice-President. 


$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or iliness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman made $12.000.00 last year. Does it in- 
terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 
KANSAS CITY, MISSOURI 











Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 








Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 


First 10,000 shares sold, over $100,000 deposited 


with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 





STANLEY REED’S VIEWS 





SEES PLENTY OF PROSPECTS 





Inter-Southern Life Official Says There 
Is Ample Opportunity for 
Right Kind of Men 





LOUISVILLE, KY., Oct. 25.—The 
Inter-Southern Life of Louisville re- 
ports a very fair year’s business as a 
whole, and feels that the outlook is 
promising, although it is undoubtedly a 
time when perseverance, loyalty and 
ability of the entire organization is 
needed in keeping up volume. Ability 
te overlook the hard time talk, and 
keep plugging for business has resulted 
in a number of solicitors making mighty 
good records for the year. 

Stanley Reed, secretary of the com- 
pany, in answer to a request for a 
resume of conditions as he saw them, 
gave out the following interview to the 
Louisville correspondent of The Na- 
tional Underwriter: 


Comment by Stanley Reed 


“We are under the impression from 
a study of the conditions throughout 
the territory in which we operate that 
an improvement has been made in 
production of business, as well as a 
reduction in lapses. We believe that 
the mental attitude of our agency or- 
ganization has improved and our men 
are better equipped to produce business 
than any time previous to this during 
the year. We have noted some im- 
provement in the business from the 
country and, strange to say, although 
we have written less business than we 
did last year, the proportion of paid- 
for business to what we have written 
this year is considerably above what 
it was for the business written in 1920. 
We have had very little difficulty in 
getting settlements on the business we 
have done and we have less unreported 
and unsettled-for first year business 
outstanding today than the same period 
last year. While we have not written 
the large policies this year that we 
did last, we have received as many ap- 
plications but for smaller amounts. 
Our judgment is that there will be 
perhaps as many applications taken as 
prosperity returns, but the desire to 
oversell and the permission of that on 
the part of the prospect will not be as 
great as formerly. We believe that on 
the business done this year that a 
greater proportion of renewals will be 
experienced than on last year’s busi- 
ness. 

“We are optimistic from our stand- 


point as we see the light. We believe 
firmly that a representative of this busi- 
ness can produce as much business as 
ever before provided he will see suffi- 
cient number of people. We are con- 
vinced that regardless of how bad con- 
ditions might be in any section that 
some of the people living there have 
money and if our own organization 
would see that point and would keep 
at it each day the volume of business 
would be correspondently increasing. 
We believe that it is the problem of 
the companies, more than the condi- 
tions, to educate every man to be more 
persistent in their effort and honestly 
devote more time to the business. Quite 
a few of our men have exceeded their 
last year’s personal record and in 
analyzing these men we have found 
they have been the ones who have 
worked consistently and earnestly at 
the day’s task, forgetting conditions 
and not permitting themselves to be 
swayed into ioafing by the woes and 
cares of others. Too many excuses 
have been made by some of our men 
this year for lack of production. While 
1 am perfectly willing to grant that 
conditions have not been as good, stil! 
I think a lot of us have underestimated 
our value as underwriters and have let 
conditions and the talk of what was go- 
ing or overshadow our own work, 

“We are ending up the year with a 
feeling of renewed enthusiasm and in- 
spiration and are looking forward to 
the coming days and months with a 
vision of what can be accomplished in 
this business by the proper mental at- 
titude, proper application to business 
and, above all, the proper service to the 
public.” 





Moving Day at Union Central 


Monday of last week was moving day 
at the home office of the Union Central. 
President John D. Sage moved into the 
spacious office of the late President 
Clark. Vice-President George L. Wil- 
liams now occupies Mr. Sage’s old of- 
fice, while next door R. Fred Rust, the 
new secretary, holds forth in the old 
offices of Mr. Williams. Vice-President 
Louis Breiling, formerly treasurer, took 
the office formerly occupied by Vice- 
President E. P. Marshall, which has 
been vacant since his death. Treasurer 
Jesse R. Clark, Jr. is now installed in 
Mr. Breiling’s old office, adjoining that 
of the secretary. Vice-President and 
Chairman of the Board Allan Waters 
continues in his old office, adjoining 
that of the president. The new ad- 
ministration of the Union Central is 
considering a number of new depar- 
tures which will make for still greater 
efficiency and service to agents and 
policyholders. 














AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, JR., President 


OF GALVESTON, TEXAS 


Life Insurance in Force 


Over $145,000,000 


December 31, 1920 


SPLENDID TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES IN 


Alabama Kansas 
Arkansas Kentucky 
California Louisiana 
Florida Mississippi 
Georgia Missouri 





Cc. S. HUTCHINGS 
Agency Mgr. 
Ordinary Dept. 


Texas and Virginia 


For information regarding them write to 


New Mexico 
North Carolina 
South Carolina 
Oklahoma 
Tennessee 






w. J. — ™ 
mcy Mer. 
Industrial Dept. 











Dearborn & Monro 


‘Very desirable for a Life 


or Investment House. 








To Rent—Bank Floor 
Westminster Building 


7,500 square feet on choice corner in heart of 
Chicago Loop, 


Banks and Post Office, just a square from State and 
Madison, the world’s busiest corner. 


WILLIS & FRANKENSTEIN, 


Westminster Building 
CHICAGO 


e Sts., S. W. Corner 


Insurance General Agency 
Near shopping district— 
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LIFE AGENCY CHANGES 

















OPENS KANSAS CITY BRANCH 





Missouri State Life Has Appointed 
Maj. F. J. McCaslin as the 
Manager of the Office 


The expansion program of the Mis- 
souri State Life is being promoted at 
every opportunity. It is an active force 
at work to extend the service offered 
by this company. The latest step is 
the establishment of a branch office in 
Kansas City, Mo., under the direction 
of Maj. F. J. McCaslin. 

Major McCaslin comes to the Missouri 
State Life after a successful career with 
the Travelers. He has been associated 
with its Kansas City office for the past 
two years. He is a man of vigorous 
temperament, at his zenith, enthusiastic 
in his work. He rendered valuable 
during the recent war as an insurance 
officer. Major McCaslin says it was 
while handling government insurance 
that he saw the great possibilities and 
broad service offered in insurance work. 
He determined then that upon his dis- 
charge he would follow the life insur- 
ance profession. 

Major McCaslin is a Missourian. He 
was graduated from the University of 
Missouri in 1902. During his time at 
college he achieved academic honors as 
well as fame on the athletic field. After 
his graduation he followed his chosen 
profession and engaged in the practice 
of law at Stanberry, Mo. In 1916 he 
was elected prosecuting attorney for 
Gentry county, with the largest major- 
ity of votes ever accorded anyone in 
that county. In May, 1917, he resigned 
his office as prosecuting attorney to 
join the colors. He attended the first 
officers’ training camp at Fort Riley, 
Kansas, and was given the rank of cap- 
tain of the infantry. He was later 
assigned to the staff of General Leonard 
Wood. From there he was promoted 
to major of infantry as brigadier adju- 
tant with the 20th Infantry Brigade, 
10th Division. The armistice was 
signed while he was on his way over- 
seas and he returned to Camp Lee, Vir- 
ginia, from whence he was assigned to 
the government insurance service at 
Camp Meade. 








J. Renwick Montgomery 


J. Renwick Montgomery of New 
York City has been appointed manager 
of the Phoenix Mutual Life at Philadel- 
phia. He has been a member of the 
L. H. Andrews Agency of the Phoenix 
Mutual in New York since he graduated 
from the company’s school of insurance 
salesmanship. Before the war he was 
cma with the Mutual Life of New 

ork 





H. T. Lewis 


H. T. Lewis, branch manager of the 
Mutual Life of New York in Minneapo- 
lis, has succeeded J. F. Hathaway, who 
was made manager of the St. Louis of- 
fice, as manager of the state of North 
Dakota and part of Minnesota, with 
headquarters in Fargo. 

For the past two years Mr. Lewis has 
directed the activities of the Minne- 
apolis branch of the St. Paul agency of 
W. F. Peet, before which in turn he 
was with the company’s office at Sioux 
City. A man of pleasing personality, 
and one whom agents like to work 





with, Mr. Lewis has been a success in 
every post he has occupied, and in his 
new and enlarged field of endeavor is 
counted upon for still greater things. 





George B. Painter 


George B. Painter, for several years 
an agent in Iowa for the Mutual Bene- 
fit, has gone to California to assume 
the district management of the San 
Joaquin Valley district for the West 
Coast Life, with headquarters in Fresno. 
Mr. Painter has been a large personal 
producer and since arriving at Fresno 
has written that his first impression of 
the territory prompts him to believe 
that it is one of the most promising 
districts in the United States. 





W. A. Erckenbrack 


W. A. Erckenbrack, formerly with 
the Phoenix Mutual Life, has been 
made assistant state manager for the 
Northwestern National Life at Water- 
town, S. D., assisting State Manager 
G. W. Hart. Mr. Erckenbrack will 
have full charge of the field work in 
South -Dakota. 





Life Agency Notes 


George Schrader, Metamora, 
has joined the Detroit Life. 

Cc. A. Cox has established a general 
agency for the Detroit Life at Escanaba, 
Mich., and has turned in a good volume 
of business so far. 

Charles Pierce, for five years one of 
the leading prodticers of the Bankers 
Life in Chicago, has joined the Allred 
Holzman agency of the Equitable Life 
of New York in Chicago. 

Cc. L. McCarty has been appointed 
agency supervisor of the Bankers Life 
of Des Moines for the northwestern part 
of lowa, with headquarters at Sioux City. 

G. B. Wollan, editor, teacher and pub- 
lic official, now secretary of the ways 
and means committee of the St. Paul 
Association, has joined the staff of the 
St. Paul office of the Bankers’ Life of 
Des Moines, associating himself with 
General Agent A. H, Chambers. 

Francis A. Byrne, formerly special 
representative of the Travelers in New 
York City, has been appointed manager 
of the life and accident departments of 
the company at its 149th street branch 
in New York City succeeding E. F, Ed- 
munds, who becomes special agent at 
the company’s 42nd street branch office. 


Mich., 


West Coast at Stock Show 


The West Coast Life has established 
a booth at the California live stock 
show which takes place this week in 
San Francisco. Mrs. Ethel Dietrich, 
manager of the company’s newly or- 
ganized woman’s department, who 
previously had been engaged for a 
number of years in the live stock busi- 
ness in California, will have charge of 
the exhibit. The booth will serve simply 
as an intelligence bureau for the vis- 
itors to the city and Mrs. Dietrich, 
with her wide knowledge of the live 
stock business, will have an opportunity 
to assist the owners and buyers who 
attend the show in an appropriate 
manner. 


A. L, Saltzstein, general agent of the 
New England Mutual for Wisconsin and 
Upper Michigan, is a member of the 
Milwaukee campaign committee, just 
appointed, to conduct a drive in Novem- 
ber for $100,000 for the Palestine founda- 
tion for which a fund of $100,000,000 is 
being raised in all parts of the world. 





and 
Ordinary Life............ $21.02 
20 Payment Life......... 31.12 
20 Year Endowment...... se — 
Coupon Bond ........... 71 
Endowment Age 85....... 22.37 





Rates per $1000.00, age thirty, includes Double Indemnity for accidenta] death from any cause 
a premium waiver with $10.00 monthly income disability. 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 


Endowment Age 50....... $44.82 
Endowment Age 55....... 33.15 
Endowment Age 60....... 29.52 
Endowment Age 65....... 25.78 

OS eee 20.42 








THE 


UNITED STATES 


LIFE 


INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


Organized 1850 


Non-Participating Policies only. Over Forty-five 


Million Dollars Paid to Policyholders. 
JOHN P. MUNN, M. D., President 


105-7 Fifth 


Avenue, 


Good territory open for high class, personal producers, 
under direct contracts with the Company. 
Home Office, 


Address 
New York City. 











NATIONAL RESERVE 


LIFE INSURANG 


GEO. -. GODFREY 1} MOORE, resident 











CO 





HOME OFFICE TOPEKA KANSAS 





and 


been able 


THE BIGGEST POINT 


Any life insurance salesman who has “‘been thru the mill” 
realizes that home office executives who have had long experience actually 
selling insurance in the field, are best equipped to assist others in selling. 

That is the big nen | that appeals to those live agents in Kansas who have 

to see some re teal ‘a new company” in THE NATIONAL 
RESERVE LIFE, of PTOPERA 

The President of this unique company has built up a state wide prestige and 
good will thru twenty years of successful insurance experience. 

In organizing the NATIONAL RESERVE LIFE he had in mind the creation 
of those elements that would most appeal to high grade, enterprising men who 
want to create something of permanent value to themselves. 

NATIONAL RESERVE LIFE 
any others. 
to fully satisfy the needs 

ice executives. 


THE st ple ee RESERVE LIFE is young, sound, vigorous, enlightened 


NATIONAL 


to win. 


It a some unusual “ground floor’’ opportunities for the right kind of men. 
You'll want one! 


Write al once for particulars, to 


GEORGE GODFREY MOORE, President. 


price were built to sell in competition with 
ESERVE LIFE field cooperation has been 
good men rather than to tickle the vanity of home 


sooner or later 


designed 

















HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 
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WANTED 
| WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal 
commission contracts to agents and salable 
policies to the public. The proposition we 
Correspondence confidential. 





















offer is unusual. 





GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 





































The 
Ouro Nationat Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 
WE desire to negotiate with a high class man for the State of 
Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. W. APPLEBY., 
Secretary. 























QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 
“Four Square” and willing to work; can make not less than $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great opportunity for the men who can qualify!! 

From May, 1919 to May, 1920, Twelve months—one year—we wrote Fen Millions 
Life Insurance. How? Let us tell you. We have the plans; we furnish the leads. 
If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 
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PROTECTION VS: PROJECTION 





Frank L. Jones Tells of New Basis for 
Sales Work at Milwaukee Asso- 
ciation Meeting 


MILWAUKEE, WIS., Oct. E. 
L. Carson, head of the Equitable agency 
here, “made good” as master of cere- 
monies of the first monthly dinner 
meeting of the Milwaukee Association 
of Life Underwriters last week, held 
under the new plan of having one of 
the board of directors preside at each 
meeting, assuming full charge of all 
arrangements. At the close of the 
meeting a rising vote of thanks was 
given Mr. Carson, particularly for hav- 
ing secured Frank L. Jones, agency 
manager of the Equitable Life at In- 
dianapolis, and Carnegie lecturer, who 
discussed “Projection vs. Protection.” 
Mr. Jones “called down” 
and very acceptable fashion the life 
agent who “is still selling protection.” 





25 


New Plan for Meetings 


President A. C. Olson of the associ- 
ation, in presenting Mr. Carson as mas- 
ter of ceremonies, announced the new 
plan of handling the meetings and 
stated that Gifford T. Vermillion of the 
Mutual Life of New York, who presides 
at the November meeting, already had 
assurance that a high official of that 
company will be the speaker. 

Another feature of the meeting was 
a short talk, illustrated with mementos 
of the trip, by Joseph Herzberg, head 
of the Prudential ordinary agency for 
Wisconsin, who recently returned from 
a long stay in China and other oriental 
countries. 

The meeting was also signalized by 
the development of a new idea to pro- 
mote attendance. Various agencies in 
Milwaukee were provided with large ta- 
bles for their groups, so that they could 
be together. The meeting was held at 
the Milwaukee Athletic Club, so that 
ample space would be assured, and prac- 
tically every one of the 24 agencies in 
Milwaukee was well represented at its 
table. 

Progress Not Realized 

Mr. Jones illustrated the unseen prog- 
gress that is being made in these days 
by telling of how small the largest store 
in his old home town looked when he 
went back to visit the old home after 
many years, and added: “We life men 
are in the midst of tremendous changes, 
and don’t realize that they are going on. 


in diplomatic | 








DARBY 


A. DAY 


Manager Mutual Life of N. Y., New Presi- 
dent Chicago Association 


We today need a foundation of econom- 
,ies and sociology in order to be real life 
insurance men and serve the public as 
.we should. Before long people who go 
into life insurance will have to be trained 
masters of these subjects as well as the 
detail of the life policy and proposition 
,There are more books to be had today 
about chickens and cattle than about life 
insurance and allied subjects, But things 
are changing, and changing rapidly. 

“In selling merely protection, we have 
been selling by indirection the real serv- 
ice we can and do render the public, and 
making it more difficult for ourselves to 
sell, 

“If you went to business men and told 
them you could guarantee that they 
would live to be 75 years of age, you 
could not sell a policy. But each man is 
an economic entity and the business of 


insurance is to project his life, work. 
ability and estate to the extent of the 
full three-score and ten, and you can 


sell him the means to accomplish this 
Insuring Economic Value 


“Ten years ago you couldn't insure, in 
such states as Indiana and Iowa, except 
for the benefit of blood relations. Today 
we insure for many other relationships 
,the principal ones including business re- 
lations. It is now recognized that the 
man has an economic value and that he 
can insure and otherwise proceed accord- 
ingly. 





“The value of a man in these respects 


















Helping the Agent Get Business 


Agency co-operation as extended by THE GuARDIAN is not an 
empty phrase. We preach co-operation—and practice it. Here are 
just two features in our program which show the advantages under 
which GuarRDIAN field men work. 


The Prospect Bureau, which develops high grade, live leads 
for the agent, providing him with unlimited working material, sys- 
tematizing his work and increasing his earning power. 


The Policyholders’ Service Department, which renders a 
unique and comprehensive service to the agent’s clientele. Through 
this service policyholders are offered, free of charge, the health serv- 
ice of the Life Extension Institute. A wonderfully effective help 
to the agent in his work. 


For information concerning the opportunities in our agency organi- 
zation, address 


T. LOUIS HANSEN, 
Vice-President 


THE GUARDIAN LIFE .INSURANCE COMPANY 


OF AMERICA 
ESTABLISHED 1860 UNDER THE LAWS OF THE STATE OF NEW YORK 


HOME OFFICE 50 UNION SQUARE, NEw YORK 


GEORGE L. HUNT, 
Supt. of Agencies 


or 
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ability. 


anniversary. 


of the insuring public. 








Improved Disability Provision 
Claim may be made as soon as disability occurs—no probationary 
Payments begin immediately on approval of claim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 


For terms to producing Agents address 
The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 
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is threefold: Static, the value of the hour 
and the day; dynamic, the value of the 
power in motion through life, and poten- 
tial, the value that is there and can and 
should be used. The prospect should be 
most interested in his potential value, in 
what he can create and save. 

“A prospect can get a substitute for 
war service, etc., but he can't get a sub- 
stitute for his static, dynamic or poten- 
tial value. He himself must serve out 
the fruitage of a life, or provide its 
equivalent.” 

. > . 

Chicago.—At the annual meeting of the 
Chicago association, Manager Darby A. 
Day of the Mutual Life was chosen presi- 
dent; H. C. McNamer of the Equitable of 
New York, vice-president, and E, J. Fal- 
tysek of the Northwestern Mutual, sec- 
retary. The retiring president, U. C. 
Upjohn of the Equitable of lowa, turned 
over the reigns of government to his 
successor, Mr. Upjohn has put the asso- 
ciation on its feet. During the year the 
membership increased 50 percent. When 
he took charge of the organization he 
announced that there would be no squab- 
bling and no attempt to operate a police 
department. He has given much time 
and thought to the organization. Mr. 
Day, in accepting the office, stated that 
his administration would not be a re- 
strictive or corrective one. He will carry 
on the work on the basis of good-fellow- 
ship. The speaker of the evening was 
President W. D. Wyman of the Berkshire 
Life, former Chicago manager of the 
company who served the Chicago asso- 
ciation at two different times as presi- 
dent and later was president of the 
National association. He called atten- 
tion to the far-reaching effects of the 
association movement. Before the asso- 
ciations started life men in the different 
cities carried on their business with 
highly competitive methods. The asso- 
ciation movement has not only brought 
together the life men of the community, 
but has brought company officials and 
field men in closer contact. Mr. Wyman 
declared that life insurance men today 
are in high favor and the opportunittes 
for the men in the field are greater than 
ever. Life insurance, he said, meets 
every possible personal and business 








Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 








H. H. STEELE, F. L. CONKLIN, 
Presiden Secretary 
Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 











The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, la. 


Wants three state agents for 
Central West 





A Good Chance for 
Reputable Men 

















need. The home office service has been 
increased and enlarged until the policy- 
holder has no complaint to make. He 
called attention to the introduction of 
the total and permanent disability fea- 
ture, declaring that to be an important 
evolution in life insurance contracts. 
>. > > 

Richmond, Va.—Richmond life un- 
derwriters at their monthly meeting 
scheduled for Friday, Oct. 28, planned to 
do special honor to Angus O. Swink, Vir- 
ginia manager for the Atlantic Life, due 
to the fact that he was named vice- 
president of the national body at its 
Cleveland convention. There was no 
set program, but his fellow agents pro- 
posed to let him know how proud they 
felt over the high honor that has come 
to him, 

> > > 

San Francisco, Cal.—The Northern 
California Association holds its monthly 
meeting in San Francisco Thursday. 
President Jay Allen Fiske has announced 
Chester Rowell, president of the State 
Railroad Commission, as the principel 
speaker. 

. . > 

Wheeling, W, Va.—John L. Shuff, pres- 
ident of the National Association, ad- 
dressed the local association of Wheel- 
ing last Saturday noon Mr. Shuff had 
an enthusiastic audience of 100 agents 
who lunched at the McClure Hotel. Paul 
C, Law, president of the Wheeling Asso- 
ciation, presided. 

. . . 

Kansas City, Mo.—The annual meeting 
of the Kansas City Life Insurance Un- 
derwriters was held last week and offi- 
cers elected as follows: William Hughes, 
agency manager New York Life, presi- 
dent; Charles Mathews, Penn Mutual, 
vice-president; Sam Pierson, Northwest- 
ern Mutual, second vice-president; A. E. 
Myers, of Mapes & Myers, managers 
Phoenix Mutual Life, secretary, 

A committee with L. L. Adams as 
chairman was appointed to cooperate 
with the fire insurance association in 
working out a satisfactory solution of 
the plan to divert a part of the revenue 
received by the city council from in- 
surance companies to the fund to pen- 
sion disabled firemen. 

At a meeting this week of the newly 
elected officers, to organize for the com- 
ing year, an executive committee was 
to be appointed, as well as an advisory 
committee. The latter is not only to 
advise as to what action is to be taken 
upon matters that shall come up from 
time to time, but is to outline the year's 
plans, and devise measures that will be 
for the interest of the members. 

Life men are predicting a year of ac- 
tivity in the organization, as they say 
that President Hughes has a well es- 
tablished reputation of keeping things 
going, and always having something 
stirred up, when he is around, 

. . . 


Oklahoma City, Okla.—Incompetence 
and lack of funds are two factors re- 
sponsible for the greatest number of 
failures in business, E. E. Barbee, super- 
intendent of the Bradstreet company in 
this city, told members of the Oklahoma 
Association at a meeting here. Mr. Bar- 
bee was discussing “Old Age Depend- 
ency, Its Causes and Effects.” Fraud, 
embezzlement, concealment of assets, 
or something crooked, Mr. Barbee said, 
were responsible for only a small por- 
tion of the failures that happen an- 
nually. Lack of capital was for many 
years the chief cause of men going broke 
in business. This has not been so in 
later years, since the country has been 
increasing in wealth. 

Inexperience is only another form of 
incompetence, Mr. Barbee said, but to 
this may be attributed much of the trou- 
ble in successfully managing a business 
and to a material extent is responsible for 
many failures. “If inexperience caused the 
failure, let the man either work for 
others until he acquires the experience 
necessary or let him engage in a line of 
business he thoroughly understands.” 

Reviewing in a _ statistical way the 
number of failures of the past few 
years, how they fluctuated year by year, 
and their causes, Mr. Barbee, in a com- 
parative resume of his subject, says: 

“It will not be surprising to note that 
out of 100 men 64 become 65 years o'd 
without a fortune: that you have only 
four chances in 54 of becoming wealthy, 
six chances in 54 of being self-support- 
ing. and 54 chances in 64 of becoming a 
failure.” 


Because of the threatened railroad 
strike the annual agency meeting of the 
Keene & Simpson managing agency of 
the Aetna ‘Life for Indiana will be held 
on Thursday and Friday of this week in 
Indianapolis instead of on Friday and 
Saturday, as previously planned 














Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
INothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 

















Hotel La Salle has won this 
title with an experienced and 
critical public because of its 

happy blend of old and 
new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and serv- 
ice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 























The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 


I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or lowa. Write me — right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE 
INS. CO. 


Farmers National Life Building 
3401 Michigan Ave. CHICAGO, ILL. 
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An Exclusive Life Reinsurance Company 
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THE REINSURANCE LIFE GOMPANY 
OF AMERICA 


DES MOINES, IOWA. 


Prompt Service Full Coverage 


Attractive Contracts 








More Than 144 Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this company. A study of the 
foilowing growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 
Assets $ 5,614,764 $10,279,663 $ 22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 








Organized February 23, 1888 


RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 




















Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 











The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 











WANT ADS ocr tilinin wide $3.75 





NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 











Indianapolis Life.—Its new insurance Comparing this year with 1919, which 
issued to Oct. 1 was $6,112,344, increase | is considered more of a normal year than 
in insurance in force, $3,254,691. The | 1920, the total new business paid for in 
claim ratio runs 29.8 percent of the ex- | the first nine months of 1919 was $3,309,- 
pected up to Oct. 1. The total amount 961, which gives an increase of $3,926,432 
of death claims for the nine months was | or 124 percent for the nine months of this 
$62,937 and the total policyholders’ divi- | year. 
Gends $57,803. Its insurance in force is . 8 << 
$30,260,710. The 16th anniversary con- Union Central Life—The company ex- 
test is now on and the convention will | pects to close its business of 1921 with 
be held at Indianapolis, Nov. 28-29. Cash |a premium income of about 75 or 80 
prizes will be awarded. President Frank | percent of that of 1920. This, however, 
P. Manly is giving the Manly loving cup | will show a great increase over the 
to the leader. In addition to the cash | premium income of 1918 and will fall 
prizes there will be various trophies | very little if any below that of 1919. 


given. 6 2.6 
= 2 California State Life—With a force of 

Columbus Mutual Life—Thus far this | 81 men turning in business in September, 
month the company has written $1,022.- | half of whom were part-time men, it 


000 new business. Officials expect a] reports over $1,000,000 for that month. 
record breaking month with approxi- | The total of $1,007,790 was written mostly 
mately $2,000,000 in new business. by the whole time men, the 38 leaders 
es 6 8 writing $840,694 of the amount, an aver- 

Detroit Life.—It had insurance in force | age of $22,000 per man for the 38 star 
Sept. 30,.1921, of $26,188,798, as compared | producers. The leader for the month 
with $20,475,152 on Sept. 30, 1920. New | was Alex Kaiser of the home office, with 
business written the first nine months of | $64,500. He was closely folowed by Ben- 
this year totalled $9,464,055 as compared | jamin Waterfall of Berkeley, Cal., who 
with $7,228,450 for the similar period of | wrote $63,000 in the part month that he 





last year. New paid business was $7,- | worked, the period after Sept, 19, the 
236,393 as compared with $5,327,800 for | end of his fiscal year, having been taken 
1920. as a vacation. 














Policy Literature, Rate Books, etc. Supplementing the ‘‘Unique Manual-Digest”’ 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in | 
and “‘LittleGem,’’ Published Annually in May. PRICE, $3.50 and $2.00 respectively | 














NEW RATES FOR BANKERS LIFE | wle for 1922 will remain the same except 


that there will be a double dividend the 
fifth policy year; that is, on policies is- 
Nebraska Company Issues Revised | sued in 1918 the dividend in 1922 will be 


Schedule on All Forms Except double that of the regular schedule. A 
Defessed Dividends line of perfect protection policies on both 


_participating and non-participating cov- 
ering ordinary life and 20-payment which 
A new rate book on all except de- — — a — ne 
ferred dividend policies has mad is- pena Bye Fs ee 
sued by the Bankers Life of Lincoln, oo 
Neb. The rates which are given cover 
the annual dividend and nonparticipat- Western Life, Des Moines 
ing policies, figured on the American The Western Life of Des Moines has 
Experience table of mortality at 3% | changed its limits on endowments from 
percent. Ordinary life, ordinary life | ages 1 to 60 to ages 1 to 65. 
with 25-year option, 10, 15 and 20-pay 
life, 10, 15, 20, 25 and 35-year endow- 
ment, both on the annual dividend and 
nonparticipating basis, and 5-year term The Grange Life of Lansing, Mich., has 
convertible on the nonparticipating yecently “Sues & now So-yenr entow- 
basis are shown. a ae ee ordinary 
Some of the rates of premium per saan ee ee 
$1,008 insurance are: 








Grange Life 











Ordinary 20 Payment 20 year Wes 
Life—— Tce, Sieielnnnt tern Reserve 
Ann. Non- Ann. Non- Ann. Non- The Western Reserve Life of Muncie, 


Div. Part. Div. Part. Div. Part. | Ind., is now writing almost entirely non- 
oe. Othe Vinee $26.42 $22.17 $48.63 $41.62 | participating insurance, whereas it for- 
a°° Shee seat eth et yy re merly wrote principally annual dividend. 
25°" ao 9 4 + y 29. 9 st 39 The company is making good progress. 





Sun Life, Baltimore 


The Sun Life of Baltimore will shortly 
put out a special $2,500 and $5,000 policy. 





ao + . Wisconsin National Life 
aeatidinetin oe pod a i The Wisconsin National Life will issue 
pa ns g, > 4 ge «VU, Uc; a8! a policy through its casualty depart- 
25, $8.32; age 30, $8.74; age 35, $9.38;| ment with any life policy except term 
age 40, $10.41; age 45, $12.78; age 50, | insurance doubling the insurance in case 
$16.96, and age 55, $24.51. of death by accident and quadrupling it 
—_—-_ in case of death by accident on trains, 
Detroit Life ete. 

The Detroit Life is now issuing its : : 
monthly income forms in amounts | $10 First Texas Prudential 
per month and multiples thereof. It is The First Texas Prudential of Galves- 
now issuing triple indemnity policies | ton has increased its gross line from 
with travel accident. Its dividend sched- ' $25,000 to $50,000. 


To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - 


Beaumont, Texas 
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MODERN BUSINESS GETTING METHODS 





Bases for Effective Salesmanship Are 
Outlined by H. D. Wright, Metropolitan 
Superintendent of Agents, at Cleveland 


HE October meeting of Cleveland 
Underwriters’ Association brought 
out the largest 
history of the organization. A unique 
feature was the delegation of 175 Metro- 
politan agents and their managers from 
the six local offices of that company. 
Harry D. Wright of New York, su- 
perintendent of agents of the Metro- 
politan Life complimented the Cleve- 
land association for establishing the first 
full-time paid secretary’s office in the 
country, and expressed his belief that 
other associations will adopt the plan as 
it becomes better known. 


Great Tribute to Salesmanship 

Seen in Life Insurance 

“Effective Salesmanship” was Mr. 
Wright’s subect. Many who were pres- 
ent declared it was one of the strongest 
inspirational addresses that had ever 
been delivered before the local associa- 
tion. He stated that the $40,000,000,000 
of life insurance in force in American 
companies, represented by some sixty 
millions of policies, held by forty mil- 
lions of individuals, stands out as a great 
monument, a great tribute, to the effec- 
tive salesmanship of life underwriters. 
And particularly is this so when it is 
realized that comparatively few of those 
40,000,000 people holding life insurance 
policies voluntarily went to the office 
and applied. 

“We will,” he said, “in another gen- 
eration look back upon present-day ac- 
complishments, great though they seem 
to be now, as very mediocre indeed. We 
will be doing so much more life insur- 
ance business in another generation that 
we will wonder how we ever got along 
and patted ourselves on the back with 
such results as are being obtained to- 
day. 


Persistency of Agents 
Has Won Over Death 


“The most frequent objection that 
one hears against the insurance agent 
today is that he is too persistent; that 
when he gets a prospect he holds on 
tenaciously; that you cannot get rid of 
him. Well, we have to admit the 
charge. We do admit that we are, but 
we must also realize that the insurance 
agent is in competition with death. If 
it were not for the agent’s persistence 
and industry many thousands of widows 
would be without the protection ob- 
tained through his efforts. If there is 
one lesson in my mind that the sales- 
man in every other line of business can 
learn from the life insurance line, it is 
that very thing for which he is con- 
demned—sticking td it until the sale is 
made. J] think it is a virtue. 


Old Agent Was Product 
of His Day and Age 


“The salesman of the old type was 
usually a glib talker, familiar with all 
the tricks of the trade; conspicuous in 
his dress, a good story teller, somewhat 
of a fourflusher; not always as truthful 
s he might be, long on bluff and short 
on facts, not very much interested in 
¢ standards as they are being 
taught by the life underwriters of this 
country. But he was a product of en- 
vironment. The fault was not all his. 
He usually reflected the policy of the 
house he represented. 

“The salesman employed today by a 
reputable company is measured not only 
by his ability to sell a maximum 


thical 


amount of goods, but also by his ability 
and willingness to absorb and put into 
Practice the fundamental policy of the 
house which, with reputable firms today, 
is service, 


attendance in the | 


| 
| 





“The first essential of effective sell- 
ing is to be thoroughly sold oneself on 
the fact that salesmanship of some kind 
offers one of the best possible means 
of establishing an enduring success. 
Next, the salesman should be com- 
pletely sold on the particular line of 
goods he is to handle and on the com- 
pany he represents. No man can per- 
manently succeed by selling something 
for which there is no real need, because 
he cannot put his heart into his work. 
He cannot succeed unless he loves his 
work. He cannot love his work unless 
it appeals to the best, the highest, that 
is in him. Surely our business ought 
to do that. If a man can’t enthuse 
over his business I don’t know what 
chances there are for him in any other 
line. Ours is the very essence of serv- 
ice and unselfishness. It is an antidote 





with a healthy mind and body, may be 
trained to become a good life insurance 
salesman provided he has the desire to 
learn and is willing to pay the price. 
Natural talents, while undoubtedly of 
some advantage, are oft times the cause 
of a man’s failure because he is likely to 
depend too much upon these talents and 
neglect to improve them. While a man 
of Jimited ability who uses 100 percent 
of what he has frequently passes the 
genius. By constantly doing our best 
we will surpass the fellow who only oc- 
casionally does his best, although he 
may be better equipped by nature than 
we are, 

“Those of you who have stood on the 
brink of the Grand Canyon are not very 
much impressed by seeing a picture of 
it. But by putting that picture in a 
stereoscope, having it magnified and 
brought out in all its grandeur, you can 
almost feel yourself standing on the 
very brink and you instinctively hold 
yourself back, fearing you may stub 
your toe and fall in. What made the 
difference? The stereoscope—the power 
of presenting the picture through the 
stereoscope. What makes the difference 





is that he is too persistent. 


on the fact that salesmanshi 


company he represents. 


ployed as teachers. 
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he should not. 


three months of the year. 





WRIGHT’S EFFECTIVE SALESMANSHIP POINTS 


The most frequent objection that one hears against the insurance agent 
We admit that we are, but we also realize that 
the insurance agent is in competition with death. 
agent’s persistence and industry many thousands of widows would be 
without the protection obtained through his efforts. 

The first essential of effective selling is te be thoroughly sold oneself 
of some kind offers one of the best possible 
means of establishing an enduring success. Next, the salesman should be 
completely sold on the particular line of goods he is to handle and on the 


It is not necessary to make an actuary out of a man. We are not em- 
We are employed to sell policies. 


We should never be discouraged if our prospect is gruff and uncivil. 
Sometimes these are the best kind of prospects. 

Whether you get your man or not, get his respect. 
reason in the world why he ought to insure, not one simple reason why 
Get that mental attitude. 

Don’t go out to talk insurance. Go out to get the application. 

We are now around the three-fourths of the year. t 
base, but get home safely with a big volume of business during these last 


If it were not for the 


That is where we 


There is every 


Don’t die on third 








for the selfishness which predominates 
in human nature. Men are compelled 
to forego pleasure and sometimes dis- 
comforts in order that they may pay the 
premium on insurance for those whom 
they hold near and dear. Surely we 
are in an altruistic business, one that 
ought to appeal to our imagination, one 
that ought to bring out the best that is 
in us. 


Loyalty Is Prime Factor 
in Selling Essentials 


“Loyalty is another great essential. I 
have come to believe that life insur- 
ance is the greatest institution on earth 
and that, among all the 250 or more 
companies doing business, I represent 
the best. You may say that I am 
boasting, that I am biased in my opin- 
ion, that I am jollying myself; that it 
is an unfair way to look at it. But say 
what you will. ) 
loyalty to my company without which 
I beileve no man can succeed in any 
measureable degree. If I were with 
your company I would feel exactly the 
same about it! Give me a man who 
has loyalty and enthusiasm and I am 
reasonably certain that in the course of 
time I can make a worth-while sales- 
man out of him. But though he pos- 
sess all the qualifications of a genius 
and be lacking in loyalty and enthu- 
siasm, I will let some one else do the 
training; my heart would not be in the 
work, 

“Any 


man of average intelligence, 


With me it is an inborn | 





between the effective and noneffective 
salesmanship, unless it be the power of 
vividly presenting our proposition to the 
prospect? We must have imagination; 
we must visualize the man’s needs; we 
cannot deal in cold figures and facts all 
the time; without imagination we are 
lost. 


Create Obstacles That 
Had Not Existed 


“It is not necessary to make an actu- 
ary out of a man. We are not em- 
ployed as school teachers. We are 
employed to sell policies. That is where 
we get our commisions. We many 
times create obstacles that were not 
there until we put them there, and then 
we have to knock them down. 


“We should never be discouraged if 
our prospect is gruff and uncivil. Some- 
times these are the best kind of pros- 
pects because there are so many 
timid agents in the business who have 
avoided these gruff fellows that when 
the right salesman comes along and 
penetrates the armor he finds many 
times a man of great kindness, not 
nearly so gruff as he appeared to be 
on the surface. Characteristics in men 
differ, but get underneath the skin and 
you will find him a pretty decent kind 
of a fellow. If he is a pretty tough 
nut to crack, remember that if you are 
the man to go after him he is easier to 
get than one of these men who is ready 
to meet everyone with a smile and 
waste a lot of time—promise to think 





over every proposition put to him, yet 
he does not mean business. Give me 
the gruff fellow. He makes the best 
kind of a prospect. I say that for the 
benefit of the newer men in the busi 
ness. 

“A salesman should approach his 
prospect impressed with the importance 
of his mission and with the standing 
of the company he represents He 
never should measure the other fellow’s 
pocketbook by the size of his own. We 
have back of us the assets and honor 
of a great institution; we have a great 
mission to perform. It is our mission 
to show him our goods whether he buys 
or not, and we ought to go conscious 
of our importance and the institution 
we represent and never cringe or be 
apologetic. We are not asking or con- 
ferring favors upon the man we are 
calling on. We are there as a matter 
of business—some man can make that 
sale, some man can get his application, 
why not 1? Whether you get your man 
or not, get his respect There is every 
reason in the world why he ought to 
insure, not one single reason why he 
should not. Get that mental attitude 


Order Is Gotten 
by Implied Consent 


“Don’t go out to talk insurance. Go 
out to get the application. Give the 
man something tangible, something 
visible, use pencil and paper. Start 
writing the application, whether you 
ever get it to the doctor or not. Some 
of them will go through, some will have 


to be torn up. Connect your selling 
talk with the prospect's interests, not 
your own. <A _ good salesman never 


makes it easy for the prospect to say 
“No,” and he seldom waits for him to 
sav “Yes.” He gets the order by im- 
plied consent. He does not wait to be 
told, “Yes, go ahead, write the applica- 
tion.” 

“We have to show our goods and 
make it easy for the man to take them 
to sign the application. Of course he 
does not “want” the insurance. If he 
did he’d come to the office and you and 
I would not have a job! But he needs 
it, and we have to try to meet his needs 
Why do merchants go to great expense 
in dressing their windows—and a little 
further out the fruit stand proprietors 
and grocers roll barrels out in the 
morning and then roll them back again 
at night? Why don't these stores keep 
all this stowed under the counters? 
Why do they put their goods in attrac- 
tive glass cases? In order to appeal to 
the eye. We are selling something less 
tangible, but we can show our goods. 
We can use pencil and paper. 


Record of Interviews 
Should Be Kept 


*Keep a record of your interviews and 
the number of cases you close, It is a 
wonderful help when the depressions 
come, when you have a few poor weeks. 
Then you will know that an interview 
is worth, whether you write the appli- 
cation or not. The writing of an ap- 
plication with Mr. Maclin is merely an 
incident in his day’s work. He knows 
that every call he makes is worth $4.22 
to him. Find out your average. You 
may close one out of five. One of the 
best men in the business, during his 
first year, closed only one out of 55; 
then he got it down to one out of 47. 
Now he has it down to one out of six. 

“Truly, we are in business for our- 
selves. Let us be business men, let's 
not waste our time, our most precious 
asset, and particularly so during these 
closing months of the year—the best 
months we who have been in the busi- 
ness any length of time know. Some- 
how or other we have gotten around 
the other nine months. Some of us 
have done a big business, but whatever 
you have gotten, nine months of the 
year are gone, 
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THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 








CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no to the Compani 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 

















The Farmers & Bankers Life 
Insurance Company > 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State — Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with Agents 


Home Offices, Wichita, Kansas 











Another Innovation 


The Columbus Mutual Life announces another innovation. 
It’s the Perfected Endowment policy, designed to increase the 
benefits of endowment insurance—to give the policyholder a 
Squarer Deal. Under long prevailing methods of all insurance 
companies the endowment policyholder received no benefit for 
paying a higher premium if he died before the endowment date. 
Note this comparison: 


A, age 40, took out two $10,000 policies: (1) Ordinary Life; 
(2) Endowment at age 65. He died in twenty years. Policy 
No. 1 had cost him about $4,600.00; No. 2 about $6,500.00; 
difference in cost about $1,900.00. Despite this difference, his 
family received no more money on the second policy than on 
the first. It was $10,000 in each instance. 


Under the Columbus Mutual’s new Perfected Endowment 
plan, the family would have received $14,530.00 on Policy No. 2; 
cash surrender and other settlement options also would have been 
on a higher basis than under the long prevailing endowment system. 


Here’s another example of the Columbus Mutual’s Golden 
Rule methods. They all mean money to the policyholder and money 
to the agent who places the business. The Perfected Endow- 
ment should be easier to sell than any policy yet devised. The 
Perfected feature will apply to endowments maturing at ages 60, 
65 and 70 and to policies fully paid at these ages. 


Full information will be sent to any agent writing his name 
and address on the margin of this advertisement and sending to 
the company’s office at Columbus, Ohio. 














“In the parlance of baseball, which 
has occupied the minds of a good many 
people recently (particularly those of us 
from new York) let me tell you of 
something that impressed me_ very 
much indeed. In one of the home games 
I saw one of the players, McNally of 
the Yankees, steal home from third. It 
Was a niece piece of work. I had only 
seen it once before in my lifetime, and 
that was some 12 or 14 years ago, in 
Detroit, when the Cleveland team was 
playing the Tigers. 

“It was a very tense moment of the 
game—in the ninth inning, as I recall it. 
The score was a tie, two men were out, 
Moriarty of the Tigers was on third 


base. You remember Moriarty, you 
baseball fans; he was a_ wonderful 
player. Mullen was at the bat. Mul- 


len’s batting was about .250, in other 
words, he hit the ball about once out of 
four trials. Moriarty knew it. Moriarty 
was a great baseball player; he was a 
man of keen mind and clean body. He 
was a man who went to church every 
Sunday, he did not smoke, drink; he 
had no bad habits—a great athlete. I 
remember him on third base at this 
serious stage of the game. If Mullen 
struck out it was all off. If he knocked 
out a little fly, two men out, he might 
be caught out. Moriarty realized that 
three-base runs don’t count. They 
don’t put three-base scores up on the 
score board. He had to get home. 
“There was only one way, and that 
was to steal home. There were about 
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18,000 or 20,000 people there, ail very 
much excited, nerves tense, anxiously 
watching Moriarty on third. The 
pitcher was winding up. Moriarty 
thought he discovered some sort of sig- 
nal between the pitcher and catcher for 
a high ball. He wondered whether h 
could slide under while that catcher’ 
hands were in the air, 

“It was an unequal contest. The ball 
weighed only five ounces. I believe 
the pitcher only has to throw it 60 feet 
Moriarty weighed 180 pounds and had 
to run 90 feet. He crouched there lik: 
a tiger ready to spring. I watched that 
pitcher wind up. He happened to be 
left-hand pitcher, so he could not watch 
third. Just at the psychological mo 
ment there was a white streak seen 
across the field, a little cloud of dust, 
the catcher’s hands up in the air, the 
umpire standing with his palms down 
Moriarty had gone home from third 
safely. He didn’t die on third! 

“That is the point I want to make. 
We are now around the three-fourths 
of the year. You made a base hit, pet 
haps you made a safe hit and got to 
first. On somebody’s sacrifice you got 
to second. Then on a long fly, maybe, 
you ran on to third. But that isn’t 
worth a continental if you are going to 
stand on third. You have to get home! 

“Let me ask every man and woman 
here—every life underwriter in Cleve- 
land—not to die on third, but get home 
safely with a big volume of business 
during these last three months of the 





year.” 


SOME OBSERVATIONS BY W. J. OLIVE 


66 INETY percent of our brain 
N power is on a strike.” This is 
a striking utterance made by 
W. J. Olive of Holland, Mich., general 
agent of the Franklin Life. Mr. Olive 
is on his toes all the times grasping op- 
portunities to render a larger service 
and increase his business. He has just 
returned from the agency convention of 
the Franklin Life at Mobile, Ala., where 
he carried off the prize for the best per- 
sistent record. He had only one lapsed 
policy last year. Mr. Olive says that if 
the agents were up and doing and using 
even 25 percent of the ability and capac- 
ity, life insurance would be written in 
larger amount than during 1920. 


Not Drawing on Reserve Power 


“We are even drawing on our 
reserve power,” remarked Mr. Olive. 
“There are opportunities for business 
building all around us and we are not 
taking advantage of them. ‘Today is the 
golden age in life insurance. We agents 
should not let so much business slip by 
that might well be written.” 

Mr. Olive has built up a remarkable 
reputation in his community. He is 
trusted by all who know him. Last 
year he wrote 73 percent of his business 
on old policyholders. He aims to get 
the confidence of the people that he 
writes. Mr. Olive said that during the 
war period he could have written many 
of his clients for much larger amounts 
than he did but he advised against it. 
He regards ‘a man who lapses or re- 
duces his insurance as a poorer client 
for him than one who keeps a moderate 
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THE WILSON AGENCY 
Special and Confidential Reports 


12 Years in Business 
Quick Service—Write Us 


ARNSTEIN BLDG., KNOXVILLE, TENN. 








Office Space For Rent 
For Rent—1 100 feet facing Jackson Blvd. in 
Insurance District. Rental very reasonable. 
Building occupied entirely by insurance com- 

ies. Address 88-Y, care The National 
inderwriter. 











| situation carefully. 





amount of insurance in 
time. 


Writes a Conservative 


force all_tl 
Policy 


Mr. Olive states that he figures wu 
just about what amount of insurance a 
man can afford to carry. He studies th 
[ He advises the kind 
of policy and the size. Mr. Olive de- 
clares that gaining the friendship of th 
people is a big asset in life insurance 
building. “Business that is written 
right will stay right,” said Mr. Olive 
If an agent diagnoses his case correctly 
and applies the policy there is not mu 
danger of its lapsing. “People must | 
lieve in me absolutely,” said Mr. Oli, 
“In the first place I believe in men.” 

Mr. Olive works in a comparativel) 
smail field. A large part of his business 
is confined to Holland, Mich., and the 
county in which it is located. He does 
some business in Grand Rapids 
some in Grand Haven. They, howev« 
are not far away. He believes in culti- 
vating a small farm to the utmost < 
its producing power. Mr. Olive declares 
that any life insurance man who is rea! 
selling the business is not having muc 
difficulty in producing. “It is a day of 
salesmanship,” he said. “No man can ¢ 
around and pluck life insurance aj 
cations off a tree. It must be sold and 
sold right.” . 


Union Central Convention Plans 


The Union Central Life is adopting 
a new plan for preparing a prograi 
its 1922 agency leaders’ conventi 
Preparation for the entire program 
the hands of a committee of genera 
agents composed of E. A. Ferguso: 
Chicago, chairman; John L. Shuff. 
cinnati; William L. McPheeters, C! 
land; Eugene Jordan, Grand Ray 
William E. Schilling, Des Moines 
Allen E. Water of the home office. 
committee has held two meetings 
last in Chicago last week prepar 
to getting ready the convention 
gram. The agents are to meet in 
cinnati the second week in January 


Dr. W, W. Beckett, vice-presider 
medical director of the Pacific Mutua 
was in Chicago this week and on T 
day addressed a gathering of the Chicae 
agents in the offices of General Age™ 
Jens Smith. 
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DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
capacity to pay for a reasonable 
volume of New Insurance 
regularly—good business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefite, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 











ACTUARIES 


yam F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











_ J. HAIGHT 


CONSULTING 
ACTUARY 
+ 810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Building, OES MOINES, IOWA 








Dee C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 


.Y J. McCOMB 
e COUNSELOR AT LAW 
_ CONSULTING ACTUARY 








cula’ 
inations Made. _Policies and #. Life In- 











Forms Prep Law of 
Insurance a weer 
Colcord Bidg. KLAHOMA CITY 
H. NITCHIE 
e ACTUARY] 
1523 Association Bldg. 19S. LaSalle St. 
Telephone State 4992 * CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








Consuttine AcTuarRYy 
402-404 Kraft Buildin 
NES. 1OWA 


ae WITHINGTON 
Tel. Walnut 3761 DES MOI 














Joun E. HIGDON } Actuaries & Examiners 


OHN C. HIGDON | 22Cate Building 




















WITH INDUSTRIAL MEN | 

















CHANGES IN THE PRUDENTIAL 


Many Promotions and Transfers Are 
Announced by the Company 
Throughout Field 





Agent Harry Meyer, of the Brooklyn 4 
District of the Prudential is making 
another of his splendid records and leads 
the agents of Brooklyn 4 in the ordinary 
branch. He has also passed his previous 
year’s record in industrial and boasts 
very low arrears and high advance pay- 
ments. 


Division B announces the promotion of | 


the following named agents to assistant 
superintendents in the division: Harry 
Koski, William H. Thiele, Brooklyn 11; 
Fred Mayer, George C. Reeves, Brooklyn 
8: William Lozel, Brooklyn 2; William 
Cc, Inglesby, Brooklyn 12; Harry G. Mor- 
ris, Jamaica; Gustave A. Scott, Frederick 
Heimbeck, Brooklyn 5; Martin Moffatt, 
Brooklyn 4; Charles Lorenz, Brooklyn 
3; William Miggins, Brooklyn 1; Charles 
Heisinger, Brooklyn 6; Lionel V. Taylor, 


Charles E. Buxton, Hempstead; Max 
Klein, Brooklyn 9. 
The following named agents in Divi- 


promoted to 
Mageron A 
Baltimore 1, 


sion K have recently been 
assistant superintendents: 
Allison of Harrisburg to 


Chester H. Miller of York and Louis 
Kress of Baltimore 2. 
Agent Ernest Lindquist of the Los 


Angeles 1 district, who has been leading 
Division Q, is now number 1 in industrial 
net increase of the entire fleld. 

The results of the effort in 
Division Manager Maurice C. 
twenty-fifth anniversary far exceeded 
the former Division Q high mark in 
actual increase. The Los Angeles 1 staff 
came through with the largest increase 
ever credited to a single district for any 
week on the Pacific Coast since the open- 
ing of that territory. 

Thomas Mullan was recently promoted 
to the superintendency at Sacramento, 
Cal., in recognition of the results secured 
while assistant at Los Angeles 2. 

The assistancy ranks have been aug- 
mented through the following promo- 
tions: William R. Wheatley, Dayton, O., 
and Paul W. Liggett, Washington, Pa., 
week of Sept. 26th; John J. Brennan, 
Cleveland 2, O., Nathan T. Cummings, 
Cleveland 2, O., Leslie B. Gooding, Cleve- 
land 1, O., William C. Fuller, Cleveland 1, 
O., Emil Racek, Cleveland 4, O., Stanley 
Poff, Pittsburgh 2, and George T. Dugan, 


honor of 
Johnson's 


Pittsburgh, 1, week of Oct. 3rd; John 
Grabb, Cleveland 1, week of Oct. 10th; 
Herbert J. Abbott, Pittsburgh 4, and 
Frank E. Prasek, Cleveland 4, week of 
Oct. 17th. 

John E. Mahar, who has been super- 


intendent of the Kingston, N. Y., district 
for many years, has been transferred to 
a wider field. He will be in charge of 
the Hartford, Conn., district, beginning 
Oct. 17. Peter Daeubler is the new super- 
intendent of the Kingston, N. Y., district 
He was promoted from the New Rochelle, 
N. Y., assistancy of the Mount Vernon, 
N. Y., district. He was the leading Divi- 


sion N assistant superintendent in in- 
dustrials for 1921. 
The following agents have been ad- 


vanced to the position of assistant super- 
intendent: George G. Crosby, Waterbury, 
Conn.;: Henry Lucas, Paterson, N. J.; Ed- 
ward J. FitzGibbon, Albany, N. Y.; Daniel 
G. O'Connell, New Haven, Conn.; Daniel 
A. DeVries, Passaic, N. J.; Brooke R 
Chambers, Dover, N. J. (Washington). 


Wisconsin Agency’s Good Record 

As a surprise to the head of the Pru- 
dential agency at Appleton, Wis., H. E 
Kretschmann, assistant superintendent, 
members of the agency secured five times 
the ayerage amount of weekly business 
in the industrial department a week ago 
Mr. Kretschmann had been away on a 
business trip. A dinner was given to 
celebrate the achievement. 


Will Increase Its Capital 


The Western & Southern Life of Cin- 
cinnati has filed application with the 
secretary of state of Ohio to increase 
its capital stock from $750,000 to $2,000,- 
000. The additional stock has been au- 
thorized but will not be issued im- 
mediately, the intention being to hold 
in reserve for use as the various ex- 
pansion plans mature. 


ONE HUNDRED MILLION DOLLAR MARK 
PASSED OCTOBER FIRST © 





Each of the first nine months of | 
| the year shows a gain over the 
corresponding month of 1920, 
and October already shows gains 


over October, | 920. 





BANKERS LIFE COMPANY 
DES MOINES 


Geo. Kuhns, President 














LIFE INSURANCE Companys > 


OF BOSTON, MASSACHUSETTS 





Insures all of ted lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are secure reserves maintained on the highest standard, with ad- 
ditional contingent reserves provid ag gomeeen against all emergencies. /nformation and 
Advice on oy matter relat ne to e Insurance is Available at any time through the 
Agencies or Home Office of this Company. 








Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
-OLD LINE COMPANY 


The Company for Policyholders and Agents 











‘* The Company of Co-operation” 


DES MOINES 


LIFE AND ANNUITY 
COMPANY 


We will insure the whole family! Any plan, any age, 
either sex! This is a service our men appreciate these 
days. If it appeals to you, write. 


HOME OFFICE, DES MOINES «- si. IOWA 


TERRITORY—IOWA SOUTH DAKOTA 














THE NATIONAL 


UNDERWRITER 


October 27, 1921 














MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 

THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 








“SAFE AS A GOVERNMENT BOND” 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT “~° MONTHLY INCOME INSURANCE. 
FOR FACTS 


AGENCY CONTRACT 
Openings OHIO, IND,, KY. MICH. and W.VA. Write Colambas 





WANTED 


District Managers and Special Agents 
for 
Several Points in Texas 


INDIANAPOLIS LIFE INSURANCE COMPANY 
Address FRANK P. MANLY, President 








Agency Co-operation 

through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 








S 
ERVICE ' income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, midiicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


_ Gosces OF OUR We have a contract for you under which your 














‘‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Thomas 


F. Daly, President 
Denver, Colorado 











MODERN LIFE GETS CHARTER 


New St. Paul Company, With $200,000 
Capital, Completes Details of 
Organization 


The Modern Life of St. Paul, recently 
organized with former Governor J. A. 
A. Burnquist as president, has been 
granted a charter by the Minnesota in- 
surance department. The new company 
has a capital of $200,000, of which $100,- 
000 paid in and surplus of $25,000 estab- 
lished. 

One of the distinctive features of the 
Modern Life will be that one-third of 
the board of directors will be com- 
posed of policyholders, who do not own 
any stock in the company, and the pol- 
icyholders will have equal voting right 
with stockholders. 

The board of directors is composed 
of Mr. Burnquist, president; John C. 
Abels, vice-president and general agent; 
Charles E. Cone, vice-president and 
general agent; Jason E. Lewis, secre- 
tary; Eric L. Thornton, chairman of 
the board of directors of the Central 
Metropolitan Bank, treasurer; Dr. 
Frederick L. Plondke, medical direc- 
tor; Kay Todd, getieral counsel; Justice 
Oscar Hallam and Charles D. MacLean, 
counselors. 


Plan New Educational Course 

The committee of the Davenport 
Life Underwriters Association, which 
was appointed at its last meeting to 
plan a series of high school lectures, 
has practically completed its organiza- 
tion and will begin the lectures in the 
near future. Weekly lectures are 
planned, both for juniors and seniors in 
the high schools, different members of 
the association presenting the different 
lectures, and ten men will be selected 
to repeat the performance in outside 
towns and cities. More distant points 
will be reached by the local agents in 
the respective localities. The entire 
state is to be covered with this novel 
course, which is the first of its kind 
and should be of inestimable value to 
the insurance profession. 


African Business Not Reinsured 

The London “Financial News” er- 
roneously reports the reinsurance of 
the African business of the New York 
Life in the African Life of Johannes- 
burg. The New York Life practically 
ceased writing new business in Africa 
two years ago, but continues to make 
colelctions upon the $6,000,000 or more 
it has at risk in Cape Colony and the 
surrounding territory. Japan and South 
America, together with Canada, are the 
only foreign fields in which the New 
York Life still aggressively seeks busi- 
ness. Although it has a large aggregate 
amount of insurance in force in the 
countries of continental Europe, its ac- 
tivities there are confined to the col- 
lection of premiums. The risks in sev- 
eral of the countries have been rein- 
sured in local companies. 


Opening Up Minnesota Field 

Harry R. Cunningham, vice-president 
and general manager of the Montana 
Life, who was elected president of the 
American Life Convention at its recent 
meeting in Indianapolis, on his way 
home from that meeting took steps 
looking to the opening up immediately 
of agencies in Minnesota, as a part of 
the company’s policy of extending its 
territory and activities. He also visited 
the company’s agencies in Beach, Bis- 
marck and Fargo, N. D., and the state 
agency for South Dakota at Huron. 


Ruling on Incontestable Clause 

\ Superintendent Gearhart of Ohio has 
issued a ruling that it is not permissible 
to file a life insurance policy unless 
incontestable within one year. The stat- 
utes of Ohio and several other states 
allow two years, but the ruling is in 
line with the policy adopted by many 
states, on recommendation of the Na- 
tional Convention of Insurance Com- 
missioners. 





“All that its 
name implies” 


The 


Agency Contract 


Write for particulars. 


Nat hvnraly* 
neufance Company 


Home Office, Madison, Wis. 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


—— € 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a copy to every 


Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 














Rates Reduced 


Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 


Twogeneral Agencies open 
in Iowa. 


Write for information. 





LOUIS H. KOCH, President 


National American 


Life Insurance Co. 














